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WHEN  IT  COMES  TO 
SALES,  ONE  BRAND 
IS  HOTTER  THAN 


Home  brews 

SPECIAL  SUPPLEMENT 


REST. 


For  the  relief  of 
_  aches  and  pains  many 
people  turn  to  Deep  Heat.  So  many,  in  fact,  that  its 
now  the  brand  leader. 

And  in  the  Autumn  were  aiming  to  keep  it  that 
way  with  a  massive  new  advertising  campaign  in 
both  national  press  and  magazines. 

What  s  more,  were  employing  a  new 
national  sales  force. 

They'll  make  it  easier  to  stock  and 
display  Deep  Heat. 

So  when  the  customers  come 
throughyour  door,  you  wont  be  caught 
cold. 


Report  from 
Interphex  on 
OP  dispensing 
and  computers 


Last  chance 
to  bid  for 
Assistant  of 
I  the  Year  title 


A  Second  Home 
for  the  House  of  Ransom 


Behind  Ransom's  famous  gatehouse  stands  the 
factory  which  has  been  their  home  for  more  than 
130  years.  But  now  they  have  a  second  home  —  a 
completely  new,  purpose-built  factory  which 
greatly  expands  their  capacity  to  manufacture 
and  supply  galenicals  and  standard  medicinal 
products  to  the  highest  specifications. 

And  together,  their  two  homes  enable  Ransoms 
to  provide  a  better  service  than  ever  before  to  an 
increasing  number  of  customers. 

William  Ransom  &  Son  Ltd  today  combines  all 
the  traditional  values  of  quality,  service  and 
personal  attention  to  detail,  with  the  very  latest 
in  modern  equipment,  production  facilities  and 
plant  layout.  From  the  purchase  of  raw  materials 
right  through  to  manufacture,  analysis  and  pack- 
aging, Ransom's  quality  control  is  designed  to 
safeguard  the  interests  of  their  customers  and 
uphold  their  own  enviable. reputation. 


A  most  ambitious  research  and  development 
programme  is  established  at  Ransoms.  Chemists 
and  technicians  specially  recruited  for  their  depth 
of  knowledge,  skill  and  expertise  within  the 
areas  of  plant  extraction  and  analysis  techniques, 
are  constantly  reviewing  and  improving  the 
production  and  analytical  methods. 

...to  customer's  own  needs 

This  research  team  is  also  available  to  design 
and  develop  to  a  customer's  own  specifications 
and  to  the  same  rigorous  standards  of  quality,  while 
maintaining  the  strictest  confidence  in  all  dealings. 

Still  a  totally  independent  company,  Ransoms 
have  a  depth  of  expertise  and  basic  skills  beyond 
comparison  in  their  specialised  sphere. 

You  will  find  it  a  pleasure  to  do  business  with 
Ransoms. 


-  and  you  can  benefit  from  both  - 

William  Ransom  and  Son  Limited 

MANUFACTURING  CHEMISTS  104  BANCROFT,  HITCHIN,  HERTFORDSHIRE  SG5  1LY,  ENGLAND 
Kstablishcd  1846  Telephone:  Hitchin  (0462)  4575/7       Telex:  825631 
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COMMENT 

Threat  to  RPM 


It  is  ironic  that  almost  exactly  a  decade  after  an  historic 
victory  in  the  Restrictive  Practices  Court  the  manufacturers, 
traders  and  profession  of  pharmacy  should  together  be  the 
potential  instruments  of  the  destruction  of  resale  price 
maintenance. 

It  beats  comprehension  that  these  three  groups  who  so 
expertly,  laboriously  and  expensively  presented  the  case 
to  the  court  that  it  was  in  the  public  interest  for  RPM  to 
be  retained  on  medicines,  should  find  that  the  knock-on 
effect  of  their  competitive  spirit  has  produced  the  very 
conditions  they  forecast  in  the  event  of  an  RPM  collapse. 

Briefly,  the  problems  seem  to  stem  from  the  success  of 
Unichem  in  passing  on  to  its  members,  through  its  friendly 
society  status,  discounts  on  "ethicals"  large  enough  to 
attract  business  away  from  traditionally-constituted 
wholesalers.  Unichem's  competitors  took  what  was  the 
only  action  open  to  them  by  introducing  first  covert  and 
later  overt  discounting;  the  manufacturers  decided  that  if 
there  was  an  excess  margin  in  the  distribution  pipeline  it 
was  theirs  by  right  and  a  majority  of  major  companies  cut 
wholesaler  margins — in  some  cases  to  a  ludicrous  extent. 
More  recently  the  national  wholesalers  have  retaliated  with 
a  system  of  notional  pricing  to  regain  their  traditional 
15  per  cent  margin. 

All  of  this  has  been  carried  out  on  "ethicals",  but  a 
point  that  suddenly  hit  home  to  retail  pharmacists  during 
the  past  week  was  that  many  "ethicals"  are  in  fact  over 
the  counter  medicines.  In  some  cases,  it  appears  that  the 
wholesalers'  computers  have  been  used  to  extend  the  retail 
price  to  take  account  of  their  notional  price  margin. 

Unichem  tell  us  that  it  is  not  their  intention  to  uplift 
the  retail  price  of  price-maintained  products,  but  our 
inquiries  suggest  that,  to  say  the  least,  there  is  confusion 
over  what  constitutes  an  RPM  product — and  which 
companies  are  still  committed  to  enforcing  it  at  retail  level. 

It  could  be  argued  that  the  notional  price  uplift  is 
negated  by  subsequent  discounting,  but  what  of  the 
pharmacist  (such  as  our  correspondent  on  page  1095)  who, 
far  from  securing  a  discount,  attracts  a  low-value 
surcharge?  If  the  RPM  price  is  unaltered,  notional  pricing 
transfers  the  wholesalers'  margin  cut  to  the  smaller  retailer 
who  may  be  least  able  to  withstand  the  pressure. 

Until  now  prices  of  over-the-counter  medicines  have 
been  vigorously  maintained  by  the  industry  with  strong 
support  from  the  Proprietary  Articles  Trade  Association, 
even  though  competition  on  trade  prices  has  been 
permitted  and  actively  encouraged  by  some.  But  the  retail 
pharmacist  could  now  be  faced  with  a  choice  of 
overcharging  on  legally-maintained  prices  or  selling  at  the 
maintained  price  and  losing  his  own  margin;  if  he  opts 
for  the  first  alternative  he  will  be  charging  his  customers 
more  than  other  pharmacists  who  are  using  wholesalers 
who  have  not  adopted  a  notional  price  policy.  And  of 
course,  his  own  prices  could  go  up  and  down  according 
to  the  wholesaler  from  Which  he  obtained  his  current  stock! 

In  the  Restrictive  Practices  Court,  in  January  1970,  the 
cases  for  "ethicals"  and  OTC  medicines  were  presented 
and  judged  separately,  and  many  pundits  claim  that  this 
separation  stands  OTC  medicines  in  good  stead  in  the 
event  of  a  complete  collapse — as  appears  to  have 
happened — of  RPM  on  "ethicals".  Yet  if  we  re-examine 
the  court's  judgment  it  is  plain  that  the  two  issues  were 
inextricably  linked.  And  not  only  that:  the  judgment  was 
astonishingly  accurate  in  its  predictions. 

Let  us  then  look  back  at  the  court's  main  findings. 
It  said  first  that  removal  of  RPM  from  "ethicals"  would 
result  in  a  substantial  contraction  in  the  delivery  service 
provided  by  wholesalers.  It  would  result  in  a  contraction 
of  the  stock  of  slow-moving  "ethicals"  held  by  wholesalers. 
It  would  decrease  the  ability  of  retail  pharmacists  to  meet 
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prescriptions  from  stock  or  at  least  at  short  notice. 

All  of  these  predictions  many  would  say  have  already 
come  to  pass.  Contractors  currently  trying  to  sort  out  the 
pricing  of  their  prescriptions  will  also  be  impressed  by  the 
forecast  that  if  RPM  were  withdrawn  on  "ethicals"  then 
"the  existing  scheme  of  remunerating  chemists  under  the 
NHS  Act  would  evidently  be  thrown  into  disarray.  It  seems 
to  the  court  that  any  scheme  of  remuneration  which 
proceeds  on  any  other  basis  than  one  of  uniform  prices 
throughout  the  country  would  be  exceedingly  difficult  and 
expensive  to  administrate." 

Other  points  included  a  suggestion  that  wholesaler 
services  such  as  technical  advice  and  information  or 
special  compounding  services  would  be  likely  to  suffer 
"and  credit  might  be  drastically  reduced".  The  court  did 
not  think  that  existing  distributors  would  be  able  to  help 
themselves  effectively  by  a  surcharge  on  the  slower- 
moving  "ethicals". 

Having  proved  so  perceptive  on  the  "ethicals"  issue  it 
is  worth  examining  what  the  court  had  to  say  about 
proprietary  medicines.  Despite  the  fact  that  OTC  sales 
constituted  a  relatively  small  part  of  the  chemist's  total 
turnover  (about  10  per  cent),  it  was  held  that  the  sale  of 
medicines  accounted  for  a  much  larger  proportion  of  the 
number  of  occasions  on  which  customers  visited  chemists, 
and  any  reduction  in  this  business  would  affect  not  only 
his  turnover  in  proprietary  medicines  but  also  his  turnover 


in  the  other  miscellaneous  "over  the  counter"  goods. 

The  judge,  Mr  Justice  Buckley,  added:  "We  are  of  the 
opinion  that  the  removal  of  RPM  from  the  popular  brands 
of  proprietary  medicines  would  be  likely  to  increase 
substantially  the  rate  at  which  small  chemists  are  going 
out  of  business.  Moreover,  and  more  importantly,  the 
disappearance  of  those  chemists  who  fell  as  casualties  in 
this  competition  could  result  in  a  reduction  of  the  number 
of  points  at  which  the  public  could  get  prescriptions 
dispensed. 

"We  think  that  the  casualties  would  be  likely  to  be  in  the 
main,  although  not  exclusively,  among  chemist  shops  in 
urban  areas  but  situated  not  in  the  shopping  centres." 

Those  points  from  the  judgment  show  why  the  court 
allowed  the  medicines  case  to  succeed.  The  judgment  is 
as  valid  today  as  when  it  was  delivered,  except  that  the 
chemist's  service  to  the  community  is  in  an  even  more 
critical  position  than  ten  years  ago.  Our  contacts  this 
week  with  various  companies  and  retailers  suggest  that 
there  is  considerable  confusion  about  RPM  and  which 
aspects  of  it  can  and  should  be  enforced— two  wholesalers 
mistakenly  claimed  that  there  could  be  no  upper  limit  on 
prices,  whereas  in  fact  the  manufacturer  has  a  right  to 
"fix"  his  price,  which  may  be  neither  cut  nor  exceeded. 

Surely  the  time  has  come  for  the  parties  involved  in 
preparing  the  RPM  case  to  come  together  again  to  ensure 
that  their  victory  was  not  won  in  vain? 


do 

1980- 


Chemist  Assistant 

OfTheYear 

COMPETITION 


JOINTLY 
SPONSORED  BY 


NPA  Products 


'Pill'  warning 


Next  week  will  be  positively  the  last  chance  to  enter  the  1980  C&D 
Chemist  Assistant  of  the  Year  Competition,  sponsored  jointly  by 
Chemist  &  Druggist  and  NPA  Products. 

All  entries  must  have  reached  Independent  Chemists  Marketing  Ltd, 
51  Boreham  Road,  Warminster,  Wiltshire  BA12  9JU  by  June  30— Monday 
week.  Any  assistants  who  have  mislaid  their  entry  form  and  would  like  a 
replacement  (or  additional  forms  for  other  members  of  the  staff)  should 
contact  ICML  (telephone  0985  215555)  or  their  Numark  franchised 
wholesaler  as  soon  as  possible. 

This  is  a  prestige  event  designed  to  encourage  pharmacy  staff  to  take 
a  real  pride  in  their  job  and  to  become  both  an  asset  and  a  credit  to  the 
businesses  in  which  they  work.  We  hope  therefore  that  every  pharmacist 
proprietor  and  manager  will  be  encouraging  his  or  her  assistants  to  take 
part  in  the  competition. 

Over  £4,000  is  to  be  won  in  prize  money,  with  a  top  prize  of  £1,000  to 
be  competed  for  in  the  grand  final  at  the  Sheraton  Skyline  Hotel, 
Heathrow  on  November  27.  Second  and  third  prizes  of  £500  and  £250 
respectively  will  also  be  awarded. 

The  route  to  the  final  is  through  regional  heats  at  which  prizes  of  £100, 
£50  and  £25  will  be  awarded  for  first,  second  and  third  prizewinners,  plus 
a  special  prize  of  £20  for  the  leading  chemist  assistant  aged  19  or  under 
on  June  30,  1980,  who  is  not  already  in  receipt  of  one  of  the  prizes. 

Last  year  younger  competitors  did  extremely  well,  and  we  look  forward 
to  more  of  them  winninq  through  to  the  final  stage  on  this  occasion. 
And  don't  let  us  forget  the  men— one  of  the  1979  finalists  was  Chris 
Johnson  from  Northampton  who  won  through  from  the  East  Midland  final. 

Help  us  to  make  this  year's  event  even  bigger  and  better,  with  a  final 
which  represents  the  "elite"  of  the  assistants  working  in  pharmacies 
throughout  the  United  Kingdom. 
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The  Family  Planning  Association  is  ex- 
tremely worried  by  reports  that  women 
are  self-administering  excess  doses  of 
oral  contraceptives  after  unprotected 
intercourse.  These  attempts  to  avoid 
pregnancy  are  coming  after  articles  in  the 
Observer  and  News  of  the  World  which 
gave  details  of  post-coital  trials  presently 
being  carried  out. 

A  trial  is  'being  conducted  at  the  Mar- 
garet Pyke  Centre  (see  C&D  May  24, 
p879)  but  under  strict  medical  super- 
vision. According  to  an  FPA  spokesman, 
both  the  Margaret  Pyke  Centre  and  FPA 
regional  administrators  are  now  receiving 
reports  of  women  taking  oral  contracep- 
tives as  post-coital  emergency  measures. 
The  newspaper  articles  gave  details  of 
the  brands  of  pill  used  and  the  dosages 
given. 

Alastair  Service,  secretary,  FPA,  sent 
a  letter  to  the  Observer  last  week  warn- 
ing women  not  to  attempt  this  form  of 
self-medication  and  stressing  that  any 
woman  believing  herself  at  risk  from  an 
unwanted  pregnancy  was  entitled  to 
proper  medical  help  and  advice. 


Scottish  Executive 

Mr  J.  A.  Myers  replaces  Mr  J.  S.  Gallo- 
way on  the  Pharmaceutical  Society's 
Scottish  Executive  as  a  result  of  the 
election  held  this  month.  However,  Mr 
Myers  was  also  successful  in  the  Council 
election  and  will  be  an  ex-officio  member 
of  the  Executive  and  his  place  will  need 
to  be  filled  by  co-option. 

Voting  was  as  follows:-  D.  C.  Mair 
391;  I.  S.  Swanson  389;  E.  A.  Meikle 
369;  J.  A.  Myers  339;  A.  Roxburgh  338; 
R.  S.  Morrison  316.  Not-elected  were 
J.  S.  Galloway  296;  A.  J.  Ramsay  285: 
D.  A.  B.  Gunn  266;  P.  A.  Duncan  262; 
C.  M.  Gillies  239;  G.  Downie  235;  Y.  R. 
Yuill  180. 
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Discounts:  Unichem 
wrongly  accused? 


The  "holier  than  thou"  attitude  of  com- 
petitor wholesalers  was  attacked  by  Mr 
Tom  Reid,  a  former  chairman  of  Uni- 
chem, at  the  society's  recent  annual 
meeting. 

Marking  the  retirement  of  his  suc- 
cessor, Mr  Michael  Frith,  Mr  Reid  said:  - 
"The  obsession,  all  but  paranoid,  of  our 
competitors  can  be  judged  by  the  num- 
ber of  column  inches  that  have  been 
written  about  Unichem  and  T  deplore  the 
'holier  than  thou'  attitude  adopted  by 
many  who  were  involved  in  discounting 
long  before  Unichem  became  involved. 

"Had  those  individuals  spent  these 
same  man  hours  minding  their  own 
business  they  could  have  avoided  many 
of  the  problems  that  they  now  face  with 
their  outside  shareholders  who  expect 
dividends. 

"The  obvious  point  has  been  deliber- 
ately missed  that  Unichem  is  not  a  public 
company  but  a  friendly  society  and 
profits  earned  are  the  rightful  property 
of  the  members." 

Congratulating  Mr  Frith  on  the  so- 
ciety's progress,  Mr  Reid  said  that  his 
first  annual  report  (1971)  had  revealed 
a  loss  of  £22,004.  Mr  Dodd  became 
managing  director  in  October  1971  and 
by  1974  sales  had  risen  to  £23|m  and 
there  was  a  profit  of  £628.572.  In  1979 
sales  were  up  to  £137m  and  profits  over 
£8|m.  Stating  that  the  society  had 
pioneered  computerisation  and  provided 
a  wide  variety  of  services  to  members, 
Mr  Reid  concluded:  "Long  may  Uni- 
chem continue  to  lead  the  field." 

□  Unichem  are  issuing  a  microfilm  price 
list  free  to  the  400  users  of  the  society's 
Unifiche  microfilm  record  system.  The 
microfiche  will  indicate  the  new  notional 
trade  prices  of  "ethicals"  distributed  by 
Unichem. 

From  July  1,  to  supplement  the  in- 
formation contained  on  the  new  micro- 
fiche price  list,  special  coding  will  be 
applied  to  Prosper  price  stickers  and  in- 
voices relating  to  each  affected  by  the 
new  notional  pricing  policy. 

Tenerife  seminar 

Unichem  are  planning  a  study  seminar 
for  members  in  Tenerife  at  the  end  of 
October. 

Subjects  for  the  study  sessions  will 
include  the  future  of  the  computer  as 
an  aid  to  efficiency  and  profit  within  the 
pharmacy;  development  of  the  UK 
photographic  goods  trade  and  its  impli- 
cations for  the  independent  pharmacist; 
growth  of  the  sanpro  market:  how  the 
independents  can  increase  their  share; 
and  recent  developments  in  colostomy 
and  ileostomy  apparatus.  Guest  speakers 
from  leading  companies  will  make  the 
presentations. 


Departure  will  be  from  Gatwick  on 
Tuesday  October  28,  with  return  on 
Tuesday  November  4.  The  price  will  be 
£275  per  head,  and  the  facility  of  paying 
the  cost  of  the  tour  through  retained 
profit  share  is  available  if  required. 

Members  wishing  to  leave  from  Luton, 
Manchester  or  Glasgow  airports  can  do 
so  on  payment  of  a  supplementary  fee 
of  £3,  £13  and  £22  respectively. 

As  there  are  only  a  limited  number  of 
places,  reservations  will  be  accepted  in 
order  of  receipt.  Details  from  Mrs  L. 
Shurley,  Unichem  Ltd,  Crown  House, 
Morden,  Surrey  (telephone  01-542  8522). 

Sweet  biscuits 
for  slimming! 

"Ordinary  biscuits"  packed  to  look  like 
a  specialist  slimming  food  were  very  suc- 
cessful in  reducing  weight  in  a  mini- 
slimming  trial  reported  in  the  BBC1 
"That's  Life"  programme,  last  week. 

The  programme  put  six  volunteers  on 
different  slimming  courses  and  saw  them 
after  a  month's  trial — then  again,  un- 
announced, a  month  later.  The  weight 
losses  were  as  follows  (second  month, 
during  which  the  course  may  not  have 
been  followed  rigidly,  in  parenthesis): 
Hypnosis  plus  a  high  protein  diet  151b 
(regained    31b);     dieting    plus  human 


chorionic  gonadotrophin  under  a  doctor 
"off  Harley  Street"  161b  (regained  lib); 
Slendertone  111b  (regained  21b  but  stuck 
to  diet);  a  "tummy  exerciser"  61b  (all 
regained);  Limmits  250,  used  twice  a  day, 
31b  (regained  21b)  and  ordinary  cream 
biscuits,  four  replacing  a  meal,  91b  (re- 
gained 4|lb). 

A  studio  expert  from  Queen  Elizabeth 
College  of  Nutrition,  commenting  on 
Limmits,  said  that  for  250  calories  it 
would  be  possible  to  concoct  an  interest- 
ing meal  such  as  lean  meat  with  salad 
and  possibly  a  glass  of  wine  followed  by 
fruit  without  sugar.  However  he  con- 
cluded that  the  main  problem  was  main- 
taining the  diet  and  it  was  difficult  to 
"knock"  anyone  with  a  gimmick  which 
made  people  stick  to  a  diet. 

Origin  marking  Bill 

The  Government  have  introduced  a  Bill 
"to  require  the  marking  all  goods  sold 
in  the  UK  with  a  clear  statement  of  the 
country  of  origin  and  whether  they  are 
made  in  whole  or  in  part  within  the 
EEC". 

In  answer  to  a  question  in  the  Com- 
mons, Mrs  Sally  Oppenheim,  Minister 
for  Consumer  Affairs,  confirmed  that  the 
proposed  legislation  on  origin  marking 
would  not  apply  to  advertisements  as 
these  were  outside  the  Trades  Descrip- 
tions Act.  The  Minister  did,  however, 
say  that  if  the  Government  became  con- 
vinced that  the  legislation  should  be 
applied  to  advertisements  "in  the  con- 
sumer interest"  then  the  difficulties 
would  be  overcome. 

The  Bill  received  its  first  reading  last 
week  and  is  due  to  be  read  a  second 
time  on  July  4. 


'Don't  worry,  Mrs  Jones,  we're  just  practising' 
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NPA  backs 
sick  pay 
proposals 

Government  proposals  which  would  make 
employees  pay  at  least  £30  per  week  to 
employees  in  the  first  eight  weeks  of  sick- 
ness (C&D,  April  12,  p614)  have  been 
largely  accepted  by  the  National  Phar- 
maceutical Association. 

In  a  letter  to  the  Department  of 
Health  and  Social  Security,  the  !NPA  ex- 
pressed a  general  dislike  of  State  inter- 
vention in  business,  and  continued: 
"Ideally,  the  burden  of  paying  sick  pay 
should  be  spread  across  business  and 
industry  as  a  whole;  not  concentrated  on 
those  employers — many  of  them  small — 
who  are  unlucky  enough  to  have  sick 
employees".  But  the  Association  have 
accepted  "that  the  large  majority  of 
British  workers  enjoy  a  contractual  en- 
titlement to  sick  pay  from  their  employers 
and  that  in  most  cases  this  is  paid  in 
addition  to  the  state  benefit.  We  agree 
that  this  is  wasteful  of  the  country's  re- 
sources and,  therefore,  that  something 
should  be  done". 

Replacement  of  staff 

The  proposals  are  contained  in  a  Green 
Paper — "Income  During  Initial  Sickness: 
A  New  Strategy" — and  allow  for  reduced 
National  Insurance  contributions  as  com- 
pensation for  employers.  If  this  reduction 
in  NI  contributions  fully  reflects  the 
savings  made  by  the  Government  the 
NPA  said  they  would  "not  oppose  a 
move  to  make  occupational  sick  pay  a 
statutory  requirement  for  the  early 
period  of  absence'1. 

However,  they  continued:  "In  accepting 
the  logic  of  the  arguments  set  out  in  the 
Green  Paper  we  assume  that  the  pro- 
posed legislation  would  not  result  in  an 
employer  being  required  by  law  to  retain 
a  sick  worker  in  his  employ  for  at  least 
eight  weeks.  Employers  often  find  it 
necessary  (albeit  unpleasant)  to  replace 
workers  who  are  off  sick,  especially 
where  it  is  apparent  that  the  absence 
will  be  prolonged  or  where  the  employee 
concerned  does  a  key  job". 

In  answer  to  specific  questions  aimed 
at  employers  in  the  document  the 
Association  replied:  "We  do  not  think 
that  the  level  of  occupational  sick  pay 
required  to  be  paid  by  an  employer 
should  be  higher  if  the  employee  has  de- 
pendents. This  would  result  in  something 
of  a  lottery  for  employers  and  could  well 
result  in  individuals  with  children  being 
discriminated  against  in  the  job  market. 

"Employers  should  have  access  to  a 
second  medical  opinion  about  the 
capacity  of  employees  to  work.  General 
medical  practitioners  are  hard-pressed 
and  it  is  often  easy  for  an  experienced 
malingerer  to  persuade  his  GP  to  issue 
a  certificate  after  a  rushed  consultation. 

"We    feel    that    disputes    should  be 
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A  holdup  with  a  difference  at  Buttercross  Pharmacy,  Market  Drayton.  Shop  staff 
Miss  Deborah  Kidd  (left)  and  Mrs  Jean  Thursfield  confronted  by  members  of  the 
Market  Drayton  Amateur  Operatic  and  Dramatic  Society  who  were  publicising  their 
Way-out  West  musical  show.  Photograph  courtesy  of  the  Shropshire  Star  


settled  by  national  insurance  tribunals 
rather  than  industrial  tribunals.  NI 
tribunals  will  still  be  needed  to  resolve 
problems  under  the  continuing  state  sick 
pay  scheme,  and  they  are  more  accus- 
tomed to  handling  such  matters  than  the 
industrial  tribunals  whose  expertise  has 
been  concentrated  on  industrial  relations". 

In  conclusion  the  NPA  welcomed  the 
fact  that  sick  pay  would  be  a  taxable 
benefit  under  the  proposed  legislation. 
The  Green  Paper  states  that  payment 
would  start  after  three  days  and  NI 
contributions  would  take  over  after  eight 


weeks  and  the  minimum  of  £30  a  week 
(at  today's  prices)  Would  be  reviewed 
annually. 

The  employee  would  be  said  to  have 
remained  on  the  payroll  and  NI  con- 
tributions would  continue,  from  em- 
ployer and  employee,  during  sickness. 
Employees  who  go  sick  with  less  than 
eight  weeks'  service  would  be  paid  by 
their  employer,  who  could  generally  re- 
claim some  50  per  cent  of  those  monies 
paid.  For  employees  earning  less  than  £30 
per  week  it  is  suggested  that  three- 
quarters  of  their  wages  is  paid. 


Chemists  losing  on  cosmetics 


Chemists  and  small  multiples  are  losing 
out  on  a  lot  of  cosmetic  business.  This 
is  one  of  the  conclusions  of  a  report  in 
the  Financial  Times  last  week.  But  de- 
partment stores  too,  described  as  "the 
traditional  bastions  of  glamour",  will 
have  to  work  harder  to  keep  and  improve 
their  share  of  the  business,  says  the  re- 
port. 

Any  gains  that  are  being  made,  in  what 
is  a  recessionary  market,  are  by  Boots 
and  stores  such  as  Sainsbury's  and  Tesco's 
who  market  Natur  and  Cover  Girl  cos- 
metics respectively. 

The  report  continues:  "There  will 
always  be  a  place  for  the  up-market  pro- 
ducts and  ...  for  supermarket  shopping 
— it  is  certainly  easy,  cheap  and  con- 
venient to  be  able  to  buy  a  lipstick  or 
an  eyeshadow  while  you  pick  up  your 
groceries.  What  is  not  so  certain  at  the 
moment  is  the  role  of  the  companies  in 
between. 

The  report  is  of  the  opinion  that,  whilst 
the  top  end  of  the  market  is  doing  well 
and  the  bottom  end  is  continuing  to 
flourish,  the  middle  of  the  road  com- 
panies are  being  hit  by  the  recession. 

With  prices  rising  and  VAT  increases 
not  helping  matters  "the  market  is  already 
so  highly  developed  and  there  is  already 
such  a  vast  selection  of  high-quality  pro- 


ducts available,  that  the  scope  for  real 
innovative  development  is  limited. 

New  products  are  too  expensive  to 
bring  to  the  attention  of  the  public  in 
a  time  of  recession  so  companies  are 
having  to  improve  their  positions  at  the 
expense  of  someone  else.  Consequently 
an  aggressive  marketing  battle  is  at  pre- 
sent being  fought  via  magazine  and  news- 
paper advertising  and  promotional  offers 
 all  of  which  combine  to  make  cos- 
metics such  "an  expensive  and  risky 
business". 

The  overall  conclusion  of  the  article 
has  a  note  of  hope  for  the  chemist. 
Although  they  may  be  losing  ground 
they  are  not  alone.  "Whereas  in  1975  de- 
partment stores  used  to  have  59  per  cent 
of  the  cosmetic  business,  by  1979  this 
had  dropped  to  55  per  cent."  Boots  saw 
their  share  of  the  market  rise  from  29 
per  cent  to  32  per  cent  in  the  same 
period. 

For  fragrances  the  report  notes  that- 
through- traffic  has  decreased  in  depart- 
ment stores  reflecting  changing  shopping 
patterns.  This  and  the  pressure  on  the 
cosmetic  houses  to  increase  their  share 
of  a  diminishing  market  leads  the  report 
to  conclude  that  "what  is  needed  for  all 
to  survive  is  a  general  expansion  of  the 
market". 

21  June  1980 


DERMIDEX 

SKIN  MEDICINE 


NOW  IS  THE  SEASON 

FOR: 

•  Insect  bites,  stings,  scratches 
and  grazes  from  the  garden 

•  Perspiration  rash  and  sore  skin 

•  Mild  sunburn 

•  Tired  aching  feet 

•  Anal  and  vulval  irritation 

NOW  IS  THE  TIME 

TO: 

•  Recommend  DERMIDEX 

•  Increase  your  sales 

•  Check  your  stocks 

•  Maximise  your  profit 

N0WAN£WJM12J  

added  to  any  discounts  already  available  from 
your  usual  wholesaler. 

iLoHLywN^'!.te.  and  5°St^e  Cut  out  s,jP  below.flMo  stamp  required). 
Goods  w.ll  be  delivered  and  invoiced  by  your  nominated  wholesaler 

^INTERNATIONAL  LABORATORIES  LTD..  Wilsom  Road,  Alton,  Hants 
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Mmn^T^NATl5NAL  LABORATORIES  LTD.  DEPT.  CD  1 
FREEPOST,  Wilsom  Road,  Alton,  Hants.  GU34  2 BR 

Please  Supply  

Deliver  to  


DISCOUNT 


Dozen  DERMIDEX  with  special  discount 


My  wholesaler  is 


1  June  1980 


Offer  closes  31st  Julv  1980 
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BEECH  AM  PROPRIETARIES 

Prices  effective  from  23rd  June  1980 


Product  Description 


Sales  Retail  Units  Standard 
Status  Price     per  Wholesale 

per  Case  Price 
Unit  Per  Case 

Inc.  Excl. 
VAT  VAT 


Product  Description 


BEECHAMS  POWDERS 

Standard  (8  Powders) 

Large  (20  Powders)  P 

60  Powders 

Tablets  Standard  (16  Tablets) 
Tablets  Large  (40  Tablets)  P 
BEECHAMS  POWDERS  HOT  LEMON 

Standard  (5  Sachets) 
Large  (10  Sachets) 
30  Sachets 

PHENSIC 

Handy  Size  (12  Tablets) 
Standard  (24  Tablets) 

Medium  (50  Tablets)  P 
Large  (100  Tablets)  P 
Strip  (6  Tablets) 
SOLUBLE  PHENSIC 

Strip  (6  Tablets) 
Handy  Size  (12  Tablets) 
Standard  (24  Tablets) 

Medium  (48  Tablets)  P 

NURODOL 

Standard  (12  Tablets) 
Large  (24  Tablets) 

CEPHOS 

Standard  (8  Powders) 
Tablets  (16  Tablets) 

PHOSFERINE 

Tablets  Standard 
Tablets  Large 
Liquid  Large 
YEAST-VITE 

Standard  (20  Tablets) 

Large  (50  Tablets)  P 

PHYLLOSAN 

Standard  (60  Tablets) 
Medium  (110  Tablets) 
Large  (250  Tablets) 
IRON  JELLOIDS 

Standard  (90  Tablets)  P 
Large  (160  Tablets)  P 

ENO  FRUIT  SALT' 

10  Sachet  (10  Single  Dose  Packs) 

Standard  (109g) 

Large  (218g) 
LEMON  FLAVOURED  ENO 

10  Sachet  (10  Single  Dose  Packs) 

Standard  (109g) 
DINNEFORD'S 

Magnesia  Gripe  Mixture  (125  ml) 
MACLEAN  INDIGESTION  REMEDIES 

Tablets  Standard  (22  Tablets) 

Tablets  Large  (44  Tablets) 

Powder  Large 

SETLERS 

Standard  (30  Tablets) 
Large  (50  Tablets) 
10  Roll  Pack  (100  Tablets) 
Roll  (10  Tablets) 
DIOCALM 

Standard  (48  Tablets)  pw 
Family  Pack  (88  Tablets)  pw 

CLEAN  AND  CLEAR 

GERMOLENE 

Standard  (25g) 
Large  (70g) 
Tube  (27g) 

Medicated  Foot  Spray  ( 1 20g ) 
Medicated  Plasters 

New  Skin  (13  ml)  * 
GERMOLOIDS 

Suppositories  Standard 

(12  Suppositories) 
Suppositories  Large 

(24  Suppositories) 
Ointment  (25g) 

Toilet  Tissues  (10Tissues)  * 
ELLIMANS  EMBROCATION 

Universal  Royal  Standard  (70  ml) 
Universal  Royal  Large  (1 10  ml) 
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25 
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5.98 
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64 
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97 
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49 
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3.91 
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52 
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52 
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4.15 

86 
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3.43 

52 

12 

4.15 

97 

6 

3.87 

86 

6 
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4 

3.51 
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1 
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6 

4.07 
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3.33 

54 

12 

4.30 

74 
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2.95 
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4.82 

54 

12 

4.30 

74 

6 

2.95 

57 

12 

4.54 

52 
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4.15 

83 

6 

3.31 
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6 

3.31 

39 
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3.11 
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3.19 
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12 

8.77 

57 

12 
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57 

12 
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72 

6 
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50 

6 

1.99 

60 

6 

2.39 

75 

12 

5.98 
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3 

2.59 

72 

12 

5.74 

67 

6 

2.67 

54 

12 

4.30 

76 

12 
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Sales  Retail  Units  Standard 

Status  Price  per  Wholesale 

per  Case  Price 
Unit  Per  Case 

Inc.  Excl. 
VAT  VAT 


VENOS 

Standard  (75  ml) 
Large  (135  ml) 

Honey  Lemon  Standard  (75  ml) 
Honey  Lemon  Large  (135  ml) 
MAC  LOZENGES 

Tube  (12  Lozenges) 

Carton  (27  Lozenges) 

Tube -Honey  Lem  (12  Lozenges) 

Carton  -  Honey  Lem  (24  Lozenges) 

SUCRETS 

(24  Lozenges) 

NIGHT-NURSE 

(160  ml) 
DAY-NURSE 

(160  ml) 

BEECHAMS  CATARRH  CAPSULES 

BEECHAM  S  PILLS 

Standard  (50  Pills) 
Large  (135  Pills) 
Envelope 
FYNNON  SALT 

(200g) 

FYNNON  CALCIUM  ASPIRIN 

Standard  Strip  (24  Tablets) 
Large  Strip  (48  Tablets) 

ALL  FRESH 

Clean  Up  Squares  (10  Tissues) 

Baby  Bottom  Wipes  (10  Tissues) 
A.  &  P.  INFANTS'  POWDERS 

(20  Powders) 
SCOTT'S  EMULSION 

Medium  (225  ml) 

Large  (450  ml) 
SCOTT'S  COD  LIVER  OIL  CAPSULES 

(100  Capsules) 
VYKMIN  FORTIFIED 

15  days  supply 

30  days  supply 

60  days  supply 

VYKMIN  E  30  days  supply 

STEEDMANS 

Teething  Jelly 
HEALTH  PRODUCTS  LABORATORIES 
VITAMINS 

Vitamin  E  with  Wheat  Germ 

(30  Capsules) 
Vitamin  E  with  Wheat  Germ 

(30  Capsules)  Display 
Vitamin  B  complex  with 

Brewers  Yeast  (1 00  Tablets) 
Vitamin  C  with  Rosehips 

(100  Tablets) 
Vitamin/Mineral  Complex  with 

Safflower  Oil  (60  Tablets) 

NAPPICARE 

Liquid  Nappy  Cleanser  Standard 
Liquid  Nappy  Cleanser  Large 

BADE DAS 

Sachet  (12  ml) 
Bottle  (75  ml) 
Bottle  (125  ml) 
Bottle  (300  ml) 
Bottle  (900  ml) 
SoapdOOg) 
TalcdOOg) 
FYNNON  BATH  ADDITIVES 
Salts  Spa  Standard  (325g) 
Salts  Spa  Large  (540g) 
Salts  Herbal  Standard  (325g) 
Salts  Herbal  Large  (540g) 
Liquid  Spar  Standard  (270  ml) 
Liquid  Spar  Large  (500  ml) 
Liquid  Herbal  Standard  (270  ml) 
Liquid  Herbal  Large  (500  ml) 

2nd  DEBUT 

C.E.F.  600  Medium  (60  ml) 
C.E.F.  1200  Standard  (28  ml) 
C.E.F  1200  Medium  (60  ml) 
C.E.F  1200  Large  (120  ml) 
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6 
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4.46 
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12 

7.98 
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6 
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3 
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* 
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6 
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65 
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5.09 

* 

202 

6 

7.90 

* 

202 

12 

15.80 

* 

132 

6 

5.17 

* 

188 

6 

7.36 

168 

6 

6.57 

* 

60 

12 

4.70 

* 

119 

6 

4.66 

* 

30 

24 

4.54 

* 

125 

12 

9.46 

* 

185 

6 

7.00 

* 

430 

4 

10.84 

* 

995 

2 

12.55 

* 

100 

12 

7.57 

* 

125 

6 

4.73 

* 

47 

12 

3.67 

* 

69 

12 

5.39 

* 

47 

12 

3.67 

* 

69 

12 

5.39 

* 

72 

6 

2.81 

108 

6 

4.22 

* 

72 

6 

2.81 

* 

108 

6 

4.22 

* 

240 

3 

4.39 

185 

3 

3.38 

* 

290 

3 

5.30 

455 

3 

8.32 

*     Price  Maintenance  -  Fixed  prices  for  all  above  products,  except  those 
marked  *. 

All  Case  Terms  are  subject  to  the  addition  of  15%  Value  Added  Tax. 


p    Sale  is  restricted  to  persons  lawfully  conducting  a  Retail  Pharmacy 

business. 

pw  Sale  is  restricted  to  persons  lawfully  conducting  a  Retail  Pharmacy 
business  and  to  Wholesalers  registered  to  deal  with  drugs  referred  to  in 
Schedule  1  of  the  Misuse  of  Drugs  Regulations  1973. 

BEECHAM  HOUSE     BRENTFORD     MIDDLESEX  TW89BD     TELEPHONE  01-560  5151 
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PEOPLE 


TOPICAL  REFLECTIONS 


Mr  Graham  Wilkins 


Industry  gets 
the  Honours 

Pharmacists  do  not  appear  to  have 
featured  in  the  Queen's  Birthday  Honours 
this  year,  although  several  awards  have 
gone  to  members  of  the  pharmaceutical 
industry.  Most  prominently,  Graham 
John  Wilkins  (above),  chairman  and  chief 
executive,  Beecham  Group  Ltd,  has  been 
awarded  a  knighthood  for  services  to 
export. 

Among  the  other  awards  were  •  a  CB 
for  Edward  Trew,  Under  Secretary  De- 
partment of  Health  and  Social  Security- 
OBEs  for  Norman  Smith,  director  Im- 
perial Chemical  Industries  Ltd,  Edgar 
Whitbread,  Deputy  Chief  Inspector  of 

?Ct,°r^S',?ealth  and  Safety  Executive, 
Cyril  Wickham,  chairman,  Standing  Ad- 
visory Committee  on  Patents  and  Leslie 

t  iTno'DCChairman'  J"  Bib'by  and  Sons 
Ltd;  OBEs  for  Nigel  Chancellor,  manag- 
ing director,  May  and  Baker  Ltd,  Trevor 
Galley  director,  Graesser  Salicylates  Ltd 
and  John  Miller,  member,  Chemical 
economic  Development  Committee. 

Deaths 

Cochran:  On  June  6,  Mr  William  Crerar 
Cochran,  MPS,  of  Bourtree  Park,  Ayr 
Mr  Cochran  registered  in  1931. 
Bolon:  On  June  1,  Mr  William  James 
Bo  on,  MPSNI,  3  Old  Grange  Avenue, 
Ballymena,  co  Antrim.  Mr  Bolon  regis- 
tered in  1944  and  after  serving  his 
apprenticeship  in  J.  A.  Woodside  &  Co 
opened  up  in  business  at  5  Mill  Street' 
Ballymena  in  1951.  He  was  greatly  in- 
volved m  pharmacy,  being  a  member 
of  the  Ulster  Chemists'  Asociation  Exe- 
cutive Committee  since  1967  and  pre- 
sident in  1971.  Mr  Bolon  also  served 
on  the  Council  of  the  Pharmaceutical 
Society  of  Northern  Ireland  for  the  past 
four  years. 


by  Xrayser 


Time  for  thanks 


mvtlfT  t'S  °&D,  '  W3S  Pr°Phesyin9  9'oom  and  doom  and  gettino 

Protest S^Stt2PUt  3  b6aUtifUl  W3y  °f  fina,,y  makin9  an  effective 
prorest  that  wouldn  t  harm  our  customers;  meanwhile  the  Editor  wa* 

a  ?thedead,rkd         ^  are  t0  9et  0Ur  -dependentTaneTat  last 
and  the  deadlock  seems  finally  broken!  Marvellous  to  see  the  satisfaction 

to  b^titeSt°H°cUr  negotiators'  and  *>  read  the  range  o^he  reforms 
to  be  instituted.  For  myself  there  is  a  sense  of  relief  that  the  frustrations 

oTer  and  *****         handS  °f  °bdurate  £^«£3T  ' 

over  and  that  if  our  negotiators— now  proven  by  their  strateav  and 

wewm  *h£  ^  WOrthy-should  *  ^ture"  be  unaletoa^We  DHSS 
we  will  have  a  proper  independent  arbiter 

to  dooI  our  rpm,od        hyP0CrisV:  a  '<*  of  good  has  come  from  the  need 
Pressure  a     n  7'  'V  C°ncerted  waV  t0  ^eate  an  acceptable 
pressure  group.  Many  of  us  have  worked  hard  at  public  relations  trvina 

mean  to  52? ^  wasKhaPPenin9  to  us  and  wh'at  our  Sse  wou  d" 
mean  to  them.  There  is  a  better  understanding  of  our  role  in  the 

asTerTh^too^ V  *  1°°"  deal  m0re  pr'de  ^ 

aU  sorts  of  hnnS   h  been  the  Contacts  we  have  made  with 

ail  sorts  of  bodies  which  have  done  far  more  than  was  expected  to 

Swho^f  "  thetP"9ht  °f  thS  Smal'er  Pharmacies  FSy  those 
of  us  who  built  up  contacts  with  our  MPs  should  make  sure  thev  arp 

made  aware  how  much  we  appreciate  their  active  helpfn  seeing  that 
ZTs  to r  S'Ve  a"  m°aned  en°U9h'  n°W  '^wrffK 

allowance  be  new  money?  If  it  is  it  will  just  about  put  me  square  aga  n 
And  then  how  on  earth  are  the  Pricing  Bureaux  going  to  price  this 
month's  scripts,  when  few  of  us  know  what  we  are  payingTr  the  drugs? 
Sangers  have  sent  out  a  list  of  manufacturers'  names  whose  products 
they  say  will  be  charged  at  "notional"  prices.  Since  I  don  t  know  wh  ch 
of  them  are  charging  trade  less  10  per  cent  or  12i  per  cent  I  can 
hardly  work  out  the  price  when  dispensing.  Not  only  that,  two  of  my 
suppliers  are  "notional"  while  the  third  is  not-well  not  yet  anyway 
Such  uncertainty  is  a  worrying  factor  and  must  receive  urgent  attention 
Should  we  send  Sanger's  notice  attached  to  our  bundles  of  joy  to  the 

mZII  h<  f  T  th3t  thG  Same  applies  t0  suPP|ies  VesWc 
Macarthys,  Umchem,  etc,  but  not  from  some  of  our  few  remaining 

mdependent  wholesalers?  Should  we  endorse  the  scripts  with  the 
wholesalers'  names?  You  tell  me. 


Plain  labels 


News  in  brief 

O  The  retail  price  index  for  May  was 
up  0.9  per  cent  on  April  to  263  2 
(1974  =  100)  and  up  21.9  per  cent  on 
May  1979. 
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a the aae ^0avn"  ead  Sir  Wa'ter  Scott's  nove,s'  a"  of  them, 
a  bamain 1  k      ^     that  merS'y  that  even  then  1  couldn't  resist 
Jh  S  h  >      b,°UQht  a  comP'ete  leather-bound  set  for  ten  bob 
Rnffh  t0  readthem  to  get  my  money's  worth. 

lona  wind?H  lit?  handiCap  really' for  1  became  used  t0  great 

Pnni  ^  f        6  a7  construct'ons  and  was  hard  put  to  write  plain 
English  for  years  afterwards.  When  I  read  that  poor  readers  (there  are 
IS  jading  age  of  less  than  9)  w'ere  asked  to  Lc  Sine 
Zl ?r f?h  h6y  C°Uldn  *  understand  or  even  read  I  was  surprised 

that  of  the  sample,  over  30  per  cent  couldn't  read  "symptoms  exceed 
persist,  stated,  consulted,"  while  hardest  of  all  to  understanc  were  the 
warnings,  hke  "Do  not  exceed  the  stated  dose".  I  suppose  we  could 
be  accused  of  a  sort  of  professional  arrogance  in  using  precise  literate 
language  on  our  labels  and  though  I  think  to  substitute  "Do  not  drink" 
tor  Not  to  be  taken  internally"  is  likely  to  cause  its  own  confusion 
I  look  forward  to  seeing  labels  with  "Only  take  the  right  dose"  and' 
See  doctor  if  not  better  soon".  But  how  do  you  instruct  the  user  of 
say  suppositories?  With  patients  who  don't  read  well  or  have  little  ' 
English,  it  is  too  difficult,  and  makers  should  have  to  supply  a  simple 
diagram  in  each  pack  similar  to  those  for  vaginal  products. 
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PRESCRIPTION 
SPECIALITIES 


LOGYNON  ED  tablets 

Manufacturer  Sobering  Chemicals  Ltd, 
Pharmaceutical  division,  Burgess  Hill, 
West  Sussex  RH15  9NE 
Description  The  memo-pack  holds  six 
light-brown  tablets  containing  ethinyl- 
oestradiol  30mcg  and  levonorgestrel 
50mcg,  five  white  tablets  containing  ethi- 
nyloestradiol  40mcg  and  levonorgestrel 
75mcg,  ten  ochre  tablets  containing  ethi- 
nyloestradiol  30mcg  and  levonorgestrel 
125mcg  and  seven  white  placebo  tablets. 
All  tablets  have  a  lustrous  sugar  coating 
The  lightJbrown  tablets  bear  a  black 
"C"  in  a  regular  hexagon  printed  on 
both  sides.  The  white  and  the  ochre 
tablets  bear  a  black  "B"  in  a  regular 
hexagon  on  both  sides.  The  white  placebo 
tablets  are  larger  and  bear  a  black  "O" 
in  a  regular  hexagon 

Indications  Oral  contraception  and  the 
recognised  gynaecological  indications  for 
such  oestrogen-progestogen  combinations 
Dosage  One  tablet  daily  for  28  days, 
starting  in  the  red  sector  on  the  first 
day  of  bleeding,  the  initial  tablet  being 
the  one  marked  with  the  appropriate  day 
of  the  week.  Each  subsequent  course  is 
started  in  the  red  sector  on  the  day 
after  the  previous  one  is  finished.  In  the 
first  cycle  only,  an  additional  form  of 
contraception  (except  the  rhythm,  tem- 
perature or  cervical-mucus)  must  be 
used  for  the  first  14  days.  Additional 
precautions  should  also  be  used  for  the 
first  14  days  when  changing  from  an- 
other oral  contraceptive.  Delayed  tab- 
lets, vomiting  and  diarrhoea  require  the 
same  treatment  as  for  Logynon  tablets 
Contraindications  etc  As  for  Logynon 
tablets 

Shelf-life  Five  years 
Packs  28  tablets  (£0.80  trade) 
Supply  restrictions  Prescription  only 
Issued  June  1980 

SEPTOPAL  chains 

Manufacturer  BDH  Pharmaceuticals  Ltd, 
Lenten  House,  Lenten  Street,  Alton, 
Hampshire  GU34  1JD 
Description  Methylmethacrylate  —  me- 
thyl acrylate  copolymer  (PMMA)  beads 
(7mm  in  diameter)  each  containing  gen- 
tamicin  sulphate  7.5mg  (corresponding  to 
4.5mg  of  gentamicin  base)  and  zirconium 
dioxide  20mg,  as  X-ray  medium.  Each 
chain  consists  of  30  beads  threaded  on 
multiple-thread  surgical  wire. 
Indications  Short  term  and  longer  term 
administration  in  bone  infection,  for 
example,  chronic  forms  of  osteomyelitis 
(post-traumatic,  haematogenous),  infec- 
ted pseudoarthroses,  infected  osteosyn- 
theses. Preventative  treatment  of  poten- 
tially infected  bone  injuries.  Septopal  may 
be  used  in  all  orthopaedic  surgical  pro- 
cedures where  gentamicin-sensitive  or- 
ganisms are  found  to  be  present 
Dosage  The  cavity  resulting  after  thor- 
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ough  surgical  removal  of  the  infected 
bone  tissue  sequestra  is  completely  filled 
up  with  Septopal  chains — the  number 
used  depending  on  the  size  of  the  cavity. 
Usually  one  to  three  chains  are  inserted 
but  up  to  five  have  been  used.  Wherever 
possible  inserted  chains  should  be  com- 
pletely enclosed  by  primary  wound  clos- 
ure. Short  term  use — the  chains  are  in 
general  removed  10-14  days  following 
insertion  and  preferably  not  more  than 
10  days  after  the  operation.  Longer  term 
use — the  chains  may  be  implanted  com- 
pletely below  the  skin  level  and  removed 
by  reoperation  up  to  three  months  later 
Side  effects  Since  the  beads  are  strung 
on  surgical  wire  containing  chrome  and 
nickel,  there  is  a  potential  for  local 
sensitivity  reactions  to  these  metals. 
Toxic  effects  due  to  the  antibiotic  are 
not  anticipated— barely  detectable  gen- 
tamicin concentrations  (no  more  than 
0.5  mcg/ml)  are  found  in  serum  for  up 
to  four  days  following  insertions  of  the 
chains 

Shelf  life  Two  years 

Packs    1    chain,  5    chains  (£49.50  per 
chain) 

Supply  restrictions  POM  Hospitals  only 
Issued  June  1980 

BETALOC  injection 

Manufacturer  Astra  Pharmaceuticals 
Ltd,  St  Peters  House,  2  Bricket  Road,  St 
Albans,  Herts  AL1  3JW 
Description  Ampoules  of  5ml  each  con- 
taining metoprolol  tartrate  5mg 
Indications  Control  of  tachy-arrhythmias, 
especially  supraventricular  tachy-arrhy- 
thmias 

Dosage  Initially  up  to  5mg  injected 
intravenously  at  a  rate  of  l-2mg  per 
minute.  The  injection  can  be  repeated 
at  5  minute  intervals  until  a  satisfactory 
response  is  obtained — a  total  of  10-15mg 
is  usually  sufficient 

Contraindications  AV  block,  digitalis  re- 
fractory heart  failure,  severe  bradycardia, 
cardiogenic  shock 

Precautions  As  for  other  Betaloc  pre- 
parations. Because  of  the  risk  of  a 
pronounced  drop  of  blood  pressure,  the 
intravenous  administration  to  patients 
with  a  systolic  blood  pressure  below 
lOOmmHg  should  only  be  given  with 
special  care 

Side  effects  A  marked  fall  in  blood  pres- 
sure may  sometimes  occur 
Packs  4x5ml  ampoules  (£1.80  trade) 
Supply  restrictions  Prescription  only 
Issued  June  1980 

Rhythmodan  injection 

Rythmodan  injection  is  now  available  in 
a  150mg  in  15ml  dose  (5,  £9  trade).  This 
is  in  addition  to  the  existing  50mg/5ml 
and  lOOmg/lOml  presentations  and  this 
strength  provides  a  single  ampoule  for 


the  administration  of  the  recommended 
direct  intravenous  dose  of  20mg/kg 
bodyweight.  The  indications  and  dosage 
are  identical  to  existing  injectable  forms. 
Roussel  Laboratories  Ltd,  Roussel  House, 
Wembley  Park,  Middlesex  HA9  0NF. 

Tenuate-Merbentyl 
change  markings 

Richardson-Merrell  are  changing  identi- 
fication marks  on  three  of  their  products. 
Merbentyl  tablets  in  250  packs  are  now 
marked  with  two  concentric  circles  con- 
taining the  letter  "M".  The  50  packs  still 
contain  the  original  tablets.  However, 
these  will  be  phased  out  and  changed 
over  to  the  new  design  as  stocks  are 
exhausted. 

Tenuate  and  Tenuate  Dospan  tablets 
will  have  "Merrell"  written  on  one  side 
of  each  tablet.  This  will  begin  in  June 
for  Tenuate  Dospan  and  July  for 
Tenuate.  Merrell  Division,  Richardson- 
Merrell  Ltd,  20  Queensmere,  Slough, 
Berks  SL1  1YY. 

Dendrid  eyedrops 
re-formulated 

Dendrid  eyedrops  have  been  re-formu- 
lated with  a  different  base  and  preserva- 
tive so  that  storage  in  a  refrigerator  is 
no  longer  necessary.  The  container  has 
been  changed  to  a  white,  opaque,  plastic, 
15ml  Droptainer  and  the  price  reduced 
to  £1.75  (trade).  Alcon  Laboratories 
(UK)  Ltd,  Imperial  Way,  Watford,  Herts. 

Dolobid  500  marks 

The  marking  of  Dolobid  500mg  tablets 
is  being  changed  from  "MSD"  to 
"DOLOBID"  in  order  to  aid  identifica- 
tion. Tablets  with  the  new  marking  are 
already  being  produced,  but  there  will  be 
a  short  interim  period  when  tablets  bear- 
ing either  marking  will  be  available. 
Thomas  Morson  Pharmaceuticals,  Hert- 
ford  Road,   Hoddesdon,  Herts 

Trinordiol  licence 

The  product  licence  for  Trinordiol  has 
been  amended  so  that  there  is  no  need, 
for  additional  contraceptive  precautions 
to  be  taken  during  the  first  14  days  of  the 
first  pack.  Wyeth  Laboratories,  Hunter- 
combe  Lane  South,  Maidenhead,  Berks. 


Medijel  on  GSL 

The  licensing  authority  has  confirmed 
that  Medijel  gel  may  be  sold  as  a  general 
sale  list  medicine.  Although  present  packs 
of  this  line  are  marked  with  a  "P,"  this 
may  be  ignored.  Dendron  Ltd,  94  Rick- 
mansworth  Road,  Watford,  Herts 
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Beauty  salons  in 
pharmacies? 


All  you  need  to  know  about  running  a 
successful  beauty  salon — that  is  what  Mr 
David  Lieber,  managing  director,  Cleor 
Aromatherapy  Products  UK,  is  offering 
pharmacists  who  wish  to  diversify  into 
new  areas. 

Mr  Lieber  is  prepared  to  give  free 
advice  on  setting  up  a  salon,  to  assist 
with  advertising  when  the  salon  opens, 
to  train  a  beauty  therapist  in  aromather- 
apy techniques  and  to  hire  out  the 
necessary  equipment.  The  salon  treat- 
ments would  be  based  on  the  Cleor 
products  but  the  therapist  would  be  free 
to  sell  any  of  the  other  ranges  that  the 
pharmacy  carried  and  would  act  as  a 
beauty  consultant  in  the  shop,  available 
to  give  general  help  and  advice. 

As  managing  director  of  Morle  Slim- 
ming and  Beauty  Centres  Ltd,  Mr  Lieber 
already  runs  a  salon  in  London  and  in 
the  past  year  has  opened  branches  in 
Canterbury,  Esher,  Nottingham  and  New 
York,  all  using  the  Cleor  range.  He  now 
wants  to  extend  this  idea  into  pharmacies. 

He  recently  visited  30  pharmacies  to 
find  out  the  problems  they  have  in 
marketing  cosmetics  and  toiletries. 

"I  realised  that  competition  was  so 
fierce  they  would  be  forced  into  taking 


30-40  different  ranges.  The  dominant 
ones,  backed  with  heavy  advertising,  sold 
well  but  the  rest  were  just  not  moving," 
he  says.  "For  pharmacies  to  develop  in 
this  area  they  have  to  do  something 
different.  By  introducing  a  small  beauty 
salon,  perhaps  two  rooms,  each  80  sq  ft, 
pharmacies  could  realise  a  very  interest- 
ing turnover.  As  operators  of  successful 
beauty  salons  ourselves,  we  can  pass  on 
our  knowledge  of  techniques  that  are 
designed  to  increase  turnover  in  this 
field." 

Growth  industry 

Mr  Lieber  believes  beauty  treatments 
are  a  growth  industry.  While  still  an 
"upmarket  idea" — and  the  Cleor  range 
cultivates  a  definite  "upmarket  image"— 
these  treatments  are  no  longer  the  per- 
rogative  of  the  idle  rich.  The  busiest 
times  at  the  Morle  clinic  in  London  are 
5pm-7pm,  for  working  women  form  a 
large  proportion  of  the  clientele. 

The  Cleor  range  is  also  benefiting 
from  the  recent  interest  in  "natural" 
skincare  products.  Made  in  France,  they 
are  based  on  essential  oils,  contain  no 
colourings  or  preservatives  and  have  a 
shelf  life  of  18  months. 


Pharmacists  embarking  on  this  new 
venture  would  have  to  take  a  minimum 
£500  stock  and  would  be  granted  an 
exclusive  franchise  in  the  area.  Mr  Lieber 
believes  there  is  scope  for  one  good 
salon  per  40,000-50,000  population. 

Pharmacists  would  have  to  recruit 
their  own  beauty  therapists  and  pay  them 
as  a  regular  member  of  staff.  The  basic 
salary  is  about  £50-60  a  week,  plus  pos- 
sibly £20  in  commission, 

Beauty  therapists  undergo  up  to  two 
years  training  and  Mr  Lieber  would  give 
them  a  further  three  to  five  days  training 
on  the  techniques  they  would  use  in  the 
salon. 

At  the  Morle  clinics  facials  start  from 
£10.50  for  a  six  stage  treatment  that  takes 
an  hour.  More  sophisticated  treatments 
use  the  Beauty  Set  machine  which  would 
be  leased  for  about  £5  a  week  and  has 
facilities  for  vacuum  suction  (for  pore 
cleansing),  muscle  stimulation,  ionisation, 
which  helps  penetration  of  the  oils,  and 
ultraviolet  sterilisation  of  equipment.  A 
therapist  could  give  up  to  eight  treat- 
ments a  day. 

The  aim  would  be  a  personalised  ser- 
vice, for  which  Mr  Lieber  believes  the 
smaller  pharmacies  are  ideally  suited. 
The  beauty  therapist  would  build  up  her 
own  clientele  who  would  return  regularly, 
not  only  for  treatments  and  Cleor  pro- 
ducts, but  for  other  items  in  the  phar- 
macy. Mr  Lieber  feels  that  this  situation 
also  makes  for  increased  job  satisfaction 


continued  overleaf 


Medijel  gel  is  back  on  GSL 


For  pain  relief 
from  mouth  ulcers, 
"sore  gums  and 
denture  rubbing  - 
fast  and  effective 


Soothing  Medijel  Gel  may  now  be  sold 
as  a  general  sales  list  medicine 
and  can  be  freely  displayed  for 
customer  self  selection. 

Because  Medijel  is  soft 
enough  to  be  placed  right  on  the 
point  of  pain,  its  local  anaesthetic 
can  start  working  immediately.  Whilst  emollient  and  antibacterial 
agents  help  to  promote  rapid  healing. 

So  display  Medijel  Gel  now.  And  watch  your  sales  increase. 

Help  your  customers  to  help  themselves. 
And  help  yourself. 
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Medijel 


Soft  pastilles  and  soothing  gel 
for  sore  mouths  and  mouth  ulcers. 

Dendron  Ltd.,  94  Rickmans worth  Road, 
Watford,  Herts  WDl  7JJ.  Tel  (0923)  29251. 
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COUNTERPOINTS 


Promotional  drive  in 
cream  cleanser  market 

Gumption  cream  has  been  given  a  new 
look  and  formulation  in  a  sales  drive  by 
LRC  Products  for  a  greater  share  of  the 
cream  cleanser  market.  National  tele- 
vision advertising  and  promotional  activi- 
ties worth  £360,000  are  due  to  start  in 
August. 

A  new  detergent  is  said  to  be  the 
reason  for  increased  cleaning  effective- 
ness. "By  making  the  cream  spread  more 
evenly  and  foam  less,  we  have  given 
Gumption  extra  punch  and,  drop  for 
drop,  made  it  work  harder  whilst  main- 
taining its  non-scratch  properties,"  ex- 
plains LRC  marketing  manager,  Chris 
Bell.  New  labels  have  been  designed  to 
increase  the  shelf  appeal. 

Starting  August  11  for  four  weeks, 
there  will  be  a  £200,000  national  tele- 
vision campaign. 

The  aim  of  the  commercial,  the  com- 
pany says,  is  to  promote  Gumption's 
two-product  range  by  emphasising  the 
different  cleaning  problems  encountered 
in  the  kitchen  and  bathroom. 

Promotional  packs  will  be  available 
offering  Gumption  at  32p  for  the  stan- 
dard size  and  53p  on  economy. 

Following  up  the  advertising  burst,  an 
£80,000  money-off  coupon  offer  will 
appear  in  the  September  issues  of  Living 
and  Family  Circle.  LRC  Products  esti- 
mate that  last  year  cream  cleanser  sales 
were  worth  £14m  at  rsp,  and  volume 


CCeanS&Shutei 


Pink  Ice  mask  for 
headaches 

A  novel  preparation  for  relieving  head- 
aches is  'being  introduced  by  French  & 
Scott.  The  Pink  Ice  health  and  beauty 
mask  (£3.75)  consists  of  a  PVC  cover 
containing  pink-coloured  gel.  The  mask 
is  chilled  in  the  refrigerator  and  then 
placed  over  the  eyes.  It  can  also  be  heated 
by  placing  it  in  a  pan  of  warm  water. 

A  blue  version  of  the  mask  has  been 
available  in  the  US  for  several  years 
as  the  European  Aquapac  and  about 
70,000  are  sold  there  every  year.  The 
mask  has  also  been  in  use  at  the  City 
of  London  Migraine  Clinic  (formerly 
known  as  the  Princess  'Margaret  Clinic) 
for  four  years.  It  is  used  both  as  a  cold 
and  hot  application  at  the  clinic  and  a 
version  without  the  eye-holes  is  also  used 


grew  by  18  per  cent  to  over  33m  units  in 
the  12  months  up  to  March  1980.  A 
growth  of  22  per  cent  in  volume  is  ex- 
pected by  the  end  of  this  year. 

"We  estimate  that  out  of  the  20m 
households  in  the  UK,  half  now^  use  a 
cream  cleanser,  and  manufacturers'  main- 
tenance of  low  prices  has  stimulated  the 
market  to  grow  even  more  this  year," 
says  Chris  Bell.  "The  combination  of 
attractive  pricing  with  strong  promotional 
benefits  promises  considerable  growth 
potential  for  Gumption  in  1980."  LRC 
Products  Ltd,  Sanitas  House,  Stockwell 
Crreen,  London  SW9  9JJ. 


Lessar  launches 

Lessar  Brothers  have  introduced  mid- 
season  products  into  their  Solarite  Pol- 
rama  range. 

Vari-light  sunglasses  (£14.95)  are  fitted 
with  polarising  glass  and  a  mirror  ex- 
terior to  the  lenses.  The  darkness  of  the 
lens  can  be  varied  by  moving  the  small 
bar  which  is  fitted  at  the  centre  top  of 
the  frame. 

Also  new  is  a  range  of  spectacle  or 
sunglass  retainer  chains  (£4.50)  which 
are  adjustable  to  fit  all  sizes  of  glasses. 
Lessar  Brothers  Ltd,  Lesbro  Works, 
Hylton  Street,  Birmingham  B18  6HW. 

Biobronze  holiday 
competition 

Eylure  are  running  a  Biobronze  competi- 
tion with  first  prize  of  a  holiday  for  two 
in  Kenya  and  which  includes  a  trip  round 
the  Kenyan  Safari  Park. 

All  Biobronze  retailers  will  be  sup- 
plied with  a  colour  showcard  depicting 
the  competition  and  entry  forms.  En- 
trants must  purchase  a  standard  dual 
pack  of  Biobronze  (£4.50)  as  entitlement 
to  an  entry  form  which,  when  completed, 
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must  be  sent  to  Eylure  with  the  top  and 
bottom  flaps  of  the  Biobronze  pack. 

The  competition,  based  on  a  word- 
search  puzzle  and  tiebreaker,  is  open 
until  luly  31  and  the  holiday  can  be 
taken  between  the  beginning  of  October 
and  the  end  of  March  1981.  Eylure  Ltd, 
Grange  Industrial  Estate,  Llanfrechfa 
Way,  Cwmbran,  Gwent. 

Quant  travel  kit 

For  summertime  travelling  Mary  Quant 
has  introduced  a  skin  programme  travel 
kit.  In  a  wallet,  with  popper  stud,  there 
are  two  kits  of  three  mini-bottles  to 
choose  from,  for  either  dry  or  normal 
skin. 

The  kits  (£2.75)  comprise  for  normal 
skin:  active  cleansing  lotion,  refining 
toning  lotion  and  protective  moisturis- 
ing lotion;  while  for  dry  skin  there  is 
gentle  cleansing  lotion,  alcohol  free  fresh- 
ener and  enriched  moisturising  lotion. 

Also  new  is  a  summer  offer  featuring 
three  mascaras.  Tearproof  mascara  will 
be  on  offer  at  £1.60,  lash  tint  at  £2.00  and 
satin  lash  at  £1.60,  a  saving  of  £0.50 
on  each  mascara.  Smith  &  Nephew  Cos- 
metics Ltd,  Hook  Rise,  Kingston  By- 
pass, Surbiton,  Surrey. 


there.  French  &  Scott  Ltd,  717  North 
Circular  Road,  London  NW2.  Distribu- 
tors— Pharmagen  Ltd,  Chapel  Street, 
Runcorn,  Cheshire. 

Optrex  get  Evident 

Optrex  Ltd  have  taken  over  the  market- 
ing of  the  disclosing  agent,  Evident. 
Optrex  Ltd,  City  Wall  House,  Basing 
View,  Basingstoke  Hants  RG21  2JP. 


Beauty  salons  in 
pharmacies? 

continued  from  previous  page 

and  reduced  staff  turnover. 

Clients  are  given  "privilege  cards"  in 
which  all  their  purchases  are  recorded. 
When  the  total  reaches  £75  they  are 
offered  a  free  facial  and  the  chemist  gets 
£4  worth  o'f  products. 

Mr  Lieber  believes  there  is  a  potential 
for  5-10  per  cent  of  pharmacies  to  make 
a  success  of  his  idea.  And  if  not  suc- 
cessful? "They  are  left  with  the  stock — 
which  would  be  the  case  in  any  new 
venture — and  a  piece  of  equipment  we 
might  be  able  to  buy  back  from  them." 
Cleor  Aromatherapy  Products  UK,  176 
Kensington  High  Street,  London  W8. 
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CASH  &  CARRY 

39/55  PHILIP  LANE, 
TOTTENHAM,  N.15 


SPECIAL  OFFERS  PERIOD  7    23rd  JUNE  —  18th  JULY,  1980 


SPECIAL 
CLEARANCE 
OFFERS 


SNUGGLERS 
NIGHTTIME  1  2's 


VQ  TIPS  20's 
P/M17p  24's 


800 
2-25 


SILVIKRIN 


HAIR  CREAM 
150ml     1 2's 


HAIR  DRESSING 
96ml    1 2's 


3-54 
3-54 


TENDER  TOUCH 


s  2 "72 


LONDON* ^ng^%! 
pEClALlSTCA*  ^ 

rOWE  ^ND  SEE  0UHRE^LTH  aND 
°  OF  TO»LETWES  HE^  oBtES 

BEAUTY  AIDS  CHEW  oucrs 

OPENING  J^oopm. 
Mon  Tues  8.30  am-  ? ■ 

cust°TJtofe  dosing-  " 


PACK  OF  12 


ECON.  ROLLS 


PACK  OF  30 


11-50/ 


BROBAT 
BLOO 

4-92 


SURE 

ECONOMY 
200gm 


3-11 


PACK  OF 
6 


RECITAL 
HAIR  COLOURS 


PACK  OF  24 


ELASTOPLAST 


ED 
AIRSTRIP 
(7920)  1  2's 


ED 
STRETCH 
(4120)  1  2's 


2-  22 

3-  48 


KOTEX  SIMPLICITY 


No'.  1  's 
CASE  OF  12 


No.  2's 
CASE  OF  12 


ALL  PROMOTIONAL  OFFERS 

SUBJECT  TO  AVAILABILITY  AND  VAT  WHERE  APPLICABLE 


E  &  O  E 
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We  get 

into  as  much  ho 


Pity  the  poor  hot  water  bottle  that  carries 
theMandelle  name.  What  tests  of  endurance  it 
has  to  survive.  What  feats  of  strength  it  needs 
to  prove.  /  "^^^Jrl 


Kill  or  cure. 

There's  baptism  by  fire.  Stretches  on  the 
rack  that  would  make  Edgar  Allen  Poe's  eyes 
water.  Torture  by  water. 

We  put  them  through  all  this  because  we 
believe  that  a  tested  hot  water  bottle  is  a  safe  hot 
water  bottle.  And  we  wouldn't  care  to  offer  your 
customers  anything  less. 

Even  before  a  Mandelle  hot  water  bottle 
begins  to  take  shape,  the  material  itself  comes  in 
for  some  pretty  abusive  treatment. 

The  chemists  at  Mandelle  have  a  machine 
they  call  the  Rheometer.  It  checks  that  the  'raw' 
rubber  will  'cure'  properly.  That  the  molecules 
will  combine  correctly  to  give  a  perfect  rubber 
from  which  we  can  make  hot  water  bottles. 

For  3  minutes  a  sample  of  the  uncured 
rubber  is  subjected  to  180°C.  'Curing'  it  may  be 
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called,  but  curing  what,  the  rubber  may  ask? 

Survive  this  test  and  the  bottles  are 
made  up.  From  these,  we  take  a  few  samples  and 
cut  out  three  rubber  dumb  bells.  From  the  top, 
middle  and  bottom. 

First,  the  dumb  bell  is  subjected  to  the 
Tensometer.  This  works  much  like  a  rack. 
It  stretches  the  rubber  to  breaking  point  and 
measures  tensile  strength  and  the  elongation  at 
breaking  point.These  have  to  be  in  excess  of  the 
British  Standards  specification.  Otherwise  the 
batch  of  bottles  will  never  see  the  light  of  day. 

Next,  samples  of  the  bottle  are  subjected 
to  tests  of  endurance.They  are  given  instant  old 


Stretched  to  breaking  point. 

age.  We  pop  them  into  an  oven  and  up  to  an 
average  70°C.  After  7  days  we  see  just  how 
much  they  like  it. 

You'd  think  that  this  was  enough,  but  no. 


21  June  1980 


r  bottles 

rater  as  possible. 


Turning  on  the  heat. 

Now  more  dumb  bells  are  subjected  to  the  oven. 
Into  beakers  of  hot  water  they  go  and  sit  there, 
at  70°C  for  a  further  7  days. 

You'd  think  by  now  that  the  bottle  had 


mmmm 


7  days  torment  in  hot  water. 

proved  its  worth.  After  all,  they're  now  on  their 
way  to  the  finishing  shop  which  sounds 
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encouraging.  But  no.  Each  and  every  bottle  must 
now  prepare  itself  for  a  test  that  would  have  other 
bottles  splitting  their  sides. 

It  must  survive  being  inflated  to  a  pressure 
of  2lbs  per  square  inch. 

When  all  the  testing  is  finally  over,  what 
have  Mandelle  bottles  got  to  show  for  it? 

A  little  stamp  of  approval  that  reads 
B.S.1970. 


Working  under  pressure. 

It  may  sound  like  a  lot  of  work,  but  we'd 
rather  face  that  than  face  the  consequences  of  a 
bottle  that  hasn't  been  properly  tested  and 
doesn't  carry  a  British  Standard  number. 

After  all,  what  kind  of  bottle  is  it,  that 
has  no  standards  at  all? 

■Mandelle 

The  hot  water  botde  of  your  dreams. 

For  further  information  about  Mandelle  hot  water  bottles, 
please  contact  Adnanjones  at  Haffenden-Richborough  Ltd.,  Sandwich,  Kent. 
Telephone:  0304  617377. 
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NEW  FASHION  STYLE 
LASTS  TWICE  AS  LONG, 
WORKS  TWICE  AS  FAST- 
TO  HELP  YOU  SELL 
EVEN  MORE 


New  Fashion  Style,  one  of  the  best- 
selling  home  perms  is  being  re-launched. 
And  it's  going  to  make  all  those  'soft' 
perms  curl  up  with  envy. 
New  Fashion  Style  now  has  a  liquid 
neutraliser  which  is  concentrated  for 
really  easy  application  and,  at  the  same 
time,  conditions  hair  as  it  perms  -  to 
give  even  prettier  end  results. 
Also,  new  Fashion  Style  not  only 


works  twice  as  fast  as  the  new  'soft' 
perms,  it  actually  lasts  up  to  twice  as  long. 

Add  bright,  distinctive,  new  packaging, 
and  a  special  introductory  trade  bonus, 
and  you've  got  a  great  new  product  that's 
bound  to  be  a  big  seller. 

So  make  sure  your  stocks  stay  high. 

New  Fashion  Style.  In  full-head  and 
end- curl  sizes. 

HALLS  HUDNUT,  EASTLEIGH,  HAMPSHIRE. 


New  Fashion  Style.The  more  permanent  home-perm 
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COUNTERPOINTS 

Chemist-only  health  food 
supplements  to  go  on  test 

.Spvpn     Spac     arc     (■/->     tool     mnrl/ni     „    -j    _.  I  , 


Seven  Seas  are  to  test  market 
range  of  chemist-only  health  food  sup- 
plements in  the  Southern  TV  area.  This 
follows  two  years  of  market  research 
into  suitable  new  products  for  both  the 
chemist  and  Seven  Seas. 

For  some  time,  the  makers  say,  chem- 
ist retailers  'have  been  showing  interest 
in  the  supplement  market,  which  is  do- 
minated 'by  some  800  or  so  health  food 
stores.  The  health  food  market  is  esti- 
mated to  be  worth  £70m  and  growing 
at  a  rate  of  25  per  cent  per  annum.  "The 
natural  place  for  consumers  to  purchase 
their  requirements",  they  say,  "is  at  the 
local  chemist,  but  few  chemists  have  spe- 
culated in  this  area  because  of  the  enor- 
mous ranges  on  offer,  which  appear  to 
be  full  of  duplications  and  variations  of 
the  same  products." 

Seven  Seas  have  selected  seven  top- 
selling  supplements  and  made  them  avail- 
able under  the  Seven  Seas  brand. 

The  range  includes  Korean  ginseng, 
super  vitamin  E  capsules,  garlic  oil  cap- 
sules, vitamin  B  complex  with  B15  and 
brewer's  yeast  capsules,  cider +  3  dietary 


aid  capsules,  wheat  germ  oil  capsules  and 
multivitamins,  and  minerals  with  ginseng 
extract  capsules.  All  are  in  easy-to-take 
flavoured  capsules  and  packed  in  tubs. 

The  Seven  Seas  range  will  be  backed 
by  advertising  and  promotional  activity 
during  June-September.  The  campaign 
will  carry  the  theme  "Take  care  of 
yourself"  and  feature  in  Woman,  Wo- 
man's Own,  Woman's  Realm,  Woman's 
Weekly,  Reader's  Digest,  Observer,  and 
Radio  Times.  There  will  also  be  a  POS 
display  unit  and  free  advisory  leaflet. 
British  Cod  Liver  Oils  Ltd,  Mar  fleet 
Hull  HU9  5NJ. 

Paul  Plus  compacts 

Paul  Plus  have  introduced  two  compact 
cameras— the  Sportsman  35  and  Sports- 
master  35.  Both  share  the  same  styling 
and  features:  compact  body  style,  built- 
in  flash,  thumb-wheel  film  advance  and 
35mm  film. 

The  Sportsman  has  a  38mm  f4  fixed- 
focus  lens  and  a  direct-vision  viewfinder. 
The  shutter  speed  is  l/160t'h  second  and 


the  viewfinder  incorporates  a  red  low- 
light  warning  to  tell  the  user  to  switch 
to  flash. 

The  Sportsmaster  is  more  sophistica- 
ted—a faster  38mm  f2  lens,  focussing 
from  infinity  down  to  1.5m,  and  a  semi- 
auto  programmed  shutter.  The  speed 
range  is  from  1/50  to  1 /600th  at  aper- 
tures from  f2.8  to  f  1 6  and  the  bright- 
line  viewfinder  incorporates  "go/no-go" 
LEDs  for  exposure,  and  parallax-correc- 
tion marks  "to  ensure  accurate  view- 
finding  at  close  distances."  The  Sports- 
man and  Sportsmaster  are  expected  to 
retail  for  around  £33  and  £45  respect- 
ively. Paul  Plus  Ltd,  Hempstalls  Lane, 
Newcastle,  Staffs  ST5  0SW. 


Christy  distribution 

Thomas  Christy  are  now  sole  dis- 
tributors for  the  Pino  Silvestre  male  frag- 
rance range.  C.  Thru  contact  lens  solu- 
tions and  Lineance  body  massage  routine. 
Thomas  Christy  Ltd,  North  Lane,  Alder - 
shot,  Hants  GUI 2  4QP. 


PUT  SPUR  AND  READIC1IP  TOGETHER 
AND  HAtVE  THE  COST  Of  A  MWT 


You  can  spend  a  fortune  getting  your  business 
fitted  out  with  modern  shelving  and  displays. 
But  there's  no  need  to. 
For  we've  devised  a  system  that  combines 
economic,  super-strong,  wall-mounted  Spur  adjustable 
shelving  with  low-cost,  easy-to-assemble  Readiclip 
freestanding  units. 

If  you  wish,  you  can  easily  put  it  together  yourself, 
make  a  really  professional  job  of  it,  and  save 
installation  charges. 

Whaf  s  more,  we'll  give  you  the  help  you  want  in 
planning  and  layout  free  and  without  obligation.  - 
Just  clip  the  coupon  and  see  how  Spur  and  T@MC!lmiii 


—  -  START  CUTTING  COSTS  HERE 

To:  Spur  Systems  International  Ltd, 

Otterspool  Way,  Watford,  Herts.  Telephone:  Watford  26071. 
Please  mail  me  a  Spur-Readiclip  brochure. 

Name 


CD/21/6 


Type  of  business 


Address 


Telephone 


Readiclip  can  clip  the  costs  for  you. 


CUP 
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COUNTERPOINTS 


Mixed  reception  towards 
television  advertisements 


With  the  beginning  of  the  major  sum- 
mer photographic  season  it  is  not  sur- 
prising that  a  photographic  advertisement 
heads  the  latest  Top  10  list  for  cam- 
paigns during  the  four  week  period, 
April  2-29. 

The  list,  specially  compiled  for  C&D 
is  as  follows :  - 


Kodak 

Johnson's  cotton  buds 

Andrex 

Dettol 

Wrigleys  spearmint 
Deep  Fresh  foam  bath 
Polaroid  cameras 
Air-wick  air  freshener 
Vitapointe  hair  conditioner 
Reactolite  Rapide  sunglasses 


65 
64 
60 
59 
58 
55 
54 
51 
51 
51 


The  Kodak  campaign,  which  was  third 
in  the  overall  Top  10,  was  praised  as 
"human  and  natural";  "it  shows  how 
to  enjoy  having  a  camera";  "attractive 
and  varied  presentation,  pleasing  and 
popular  background  music". 

With  several  more  camera  brands  due 
to  be  advertised  next  month  there  is  the 
chance  that  viewers  will  become  con- 
fused about  the  different  makes.  For  this 
reason,  the  Pentax  advertisement,  which 
has  come  into  the  season  quite  early  with 
a  heavyweight  campaign  stands  out  as 
"a  good  demonstration,  simple,  short, 
clear  and  to  the  point". 

Perhaps,  because  it  is  much  less  well 
known  amongst  the  general  public  its 
advertisement  response  was  a  disappoint- 
ing 39.  However  it  is  clear  it  was  seen 
by  a  very  large  number  of  people  and 
was  no  doubt  quite  successful  'in  estab- 
lishing wider  recognition  of  the  Pentax 
name  with  a  broader  section  of  the  public. 

Reckitt  &  Colman  have  two  products 
in  the  Top  10.  Dettol's  campaign  was 
praised  as  feeing  "simply  beautiful,  very 
natural  and  lifelike — it's  good",  whilst 
Deep  Clean  was  described  as  "very  good, 
lively  and  impressive — even  the  picture 
makes  you  feel  good". 

Vitapointe  scored  well  because  it  was 
felt  to  be  "good  'in  every  way"  in  con- 
trast to  Raves's  Soft  Perm  which  was 
criticised  on  the  grounds  of  "why  do 
they  have  to  use  awful  artificial  Ameri- 
can women".  Some  American  commer- 
cials translate  very  well  when  shown  in 
this  country  but  Rave  achieved  one  of 
the  lowest  scores  of  all  the  products 
this  month  with  a  36,  suggesting  that  it 
did  not  go  down  very  well  with  an  Eng- 
lish audience. 

The  controversial  Foster  Grant  com- 
mercial began  again  this  month  and 
achieved  a  fairly  low  score  of  only  39. 
In  assessing  this  it  must  be  remembered 
the  campaign  is  designed  to  get  across 

1070    Chemist  &  Druggist 


the  brand  name  in  an  aggressive  manner 
to  a  young  audience. 

It  evidently  created  some  confusion 
among  viewers  with  people  criticising 
it  by  refering  to  "Foster  Grant  Clothes 
— models  too  false-looking"  and  some- 
body mentioned  "Foster  Jeans".  This 
suggests  it  may  have  been  mistaken  for 
the  Lee  Cooper  Jeans  advertisement 
which  uses  a  similar  approach  and  also 
attracted  a  lot  of  criticism. 

One  person  described  the  Foster  Grant 
commercial  as  "A  fine  example  <of  how 
to  make  the  viewing  public  cringe  with- 
out really  trying.  I  have  the  feeling  that 
if  handled  differently  the  basic  idea 
could  well  be  fascinating. 

"The  most  unfortunate  choice  of  music 
and  bizarre  voice  are  quite  unforgettable 
in  many  ways.  The  surrealistic  visual 
aspect  is  certainly  rivetting  but  to  me 
at  least  whenever  I  hear  the  name  Foster 
Grant  the  prospect  of  wearing  their  pro- 
duct fills  me  with  dismay  and  I  try 
hard  to  remember  the  names  of  their 
competitors." 

Finally,  the  experimental  showing  of 
sanitary  protection  products  offends  and 
upsets  quite  a  number  of  people  "I  find 
them  distasteful  and  rather  embarrassing 
to  watch  when  my  children  are  also  view- 
ing with  their  friends".  "I  think  it  is 
in  very  bad  taste  and  unnecessary"  said 
another  viewer  referring  specifically  to 
the  new  Playtex  tampons.  This  latter 
campaign  scored  the  lowest  of  all  cam- 
paigns this  month  with  only  26,  whereas 
Johnsons  Vespre  scored  a  significantly 
better  34  (both  amongst  housewives). 
Television  Advertising  Bureau  (TABS) 
Ltd,  12  Greek  Street,  London  W1V  5LE. 

Kodak  discounts 

Kodak  have  standardised  all  basic  dis- 
counts on  colour  processing  services  at 
30  per  cent.  The  processing  of  Koda- 
chrome  and  Ektachrome  film  was  pre- 
viously discounted  at  25  per  cent  and 
"duplicates"  at  33  per  cent. 

Showcards  for  Actifed  syrup  and  tablets 
are  available  from  Wellcome  reps 


ftctifed 
SyruP 

i$%  suitable 
for 


round.  % 


Lastonet  tubulor 
support  bandages 

The  House  of  Lastonet  are  introducing 
tubular  support  bandages  into  their  pro- 
duct range.  The  bandage,  branded  as 
"Lastogrip",  complies  with  the  NHS 
specifications  for  elasticated  surgical 
tubular  stockinette  bandage  (DT). 

Three  sizes  are  available  in  both  the 
0.5m  and  lm  lengths— 6.25cm  (£0.56,  £1), 
7.5cm  (£0.61,  5  £1.07)  and  10cm  (£0.64, 
£1.16).  The  bandages  are  being  sold  in 
outers  of  one  dozen  and  will  be  available 
in  July,  directly  from  Lastonet.  Initially 
a  mixed  pack  of  nine  bandages  (£3.75 
trade)  will  be  offered  comprising  one  of 
each  size  in  the  lm  length  and  two  of 
each  in  the  0.5m  length.  Lastonet  are 
only  marketing  three  sizes  as  they  be- 
lieve the  current  range  leads  to  unneces- 
sary stockholding  and  that  the  difference 
between  sizes  is  almost  insignificant. 
House  of  Lastonet,  Cam  Brea,  Redruth, 
Cornwall. 


ON  TV 
NEXT  WEEK 

Ln — London;  M — Midlands;  Lc — Lancashire;  Y — 
Yorkshire;  Sc— Scotland;  WW— Wales  and  West; 
So — South;  NE — North-east;  A — Anglia;  U— Ulster; 
We — Westward.  B — Border;  G — Grampian; 
E — Eireann;  CI — Channel  Island. 

Alka  Seltzer:  All  areas 
Anadin:  All  areas 
Balance:  M,  Lc,  Y,  NE 
Body  Mist:  All  areas 
Brut  33:  national 

Crest  toothpaste:  All  except  G,  E,  CI 

Curity  Snugglers:  All  areas 

Dry  Magic:  All  areas 

Harmony  hairspray:  All  areas 

Head  &  Shoulders:  All  except  E 

Immac:  Ln,  M,  Y,  Sc,  WW,  NE,  U,  We 

Johnson's  baby  powder:  All  except  Ln,  WW, 

So,  B,  E.  01 
Keystone  cameras:  Ln,  Lc 
Mum:  All  areas 
Odor  eaters:  All  areas 
Polaroid  Model  1000:  All  except  CI 
Reply:  So 
Sine-off:  Ln 

Sure  deodorant:  All  areas 
Slimgard:  All  except  E,  CI 
Wilkinson  Sword:  All  areas 
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TRANSOL  &  TRANSOAK  OFFER 

Nary 
Tint 

retai  price  £UQ  Wj 

PUB  Off  TRANSOL  V\ 

CARTON  TOP  AND  ONE  6 

TRANSOAK  CARTON  TOP  |g  I 

SutaHc  tor  contact  lemimann  j  0  { 

AAforteafj«ajoti»wg(i4<fcufc  I 

QowgdacXfchjwieim  {.^J 


Transol  1  Transol 


III! 

! 

Transoak 
120ml 

Transoak 
120mf_  I 

help  you  sell  more 
Transol  &Transoak 

Here's  an  offer  that  will  really  tempt  your  customers  for  hard  contact  lens 
solutions. 

A  Mary  Quant  Lash  Tint -that's  especially  suitable  for  contact  lens  wearers 
-  at  almost  a  quarter  of  its  recommended  price,  plus  carton  tops  from  Transol 
and  Transoak. 

And  the  offer  is  made  on  an  attractive  new  display  dispenser  which  is  now 
available  from  your  local  Smith  &  Nephew  representative. 

So  one  way  or  another  you  should  besellingeven  more  of  Britain's  biggest 
selling  contact  lens  solutions. 

(S6N)  Smith  &  Nephew  Consumer  Products 

SMITH  &  NEPHEW  LIMITED  WELWYN  GARDEN  CITY.  HERTFORDSHIRE  AL7  lHF 

Transol  and  Transoak  are  registered trade  marks  of.  Smith  s  Nephew  Pharmaceuticals  Ltd  t  ' 

Mary  Quant  and  the  Daisy  Symbol  are  registered  trade  marks  of  Mary  Quant  Cosmetics  Ltd. 


fe  SUMMERWHEN  THEY 

COMETOTOU 
IN  TEARS, 
RECOMMEND 

THE  NATURAL 
ALTERNATIVE. 


Every  summer  it's 
the  same.  A  procession 
of  sneezing  customers, 
'    with  ticklish  throats, 
watering  eyes  and  all  the  other  uncomfortable  symptoms 
of  hayfever. 

And  still  they  come  to  you  for  relief.  Even  though  they 
know  that  conventional  treatments  can  cause  drowsiness  or 
other  side  effects. 

But  this  summer,  why  not  take  a  different 
approach?  Offer  them  Nelsons  Hayfever 
Tablets.  They  can  provide  safe,  effective 
relief  without  side-effects  across  many 

common  varieties  of  hayfever.  Like  all  Homoeopathic  preparations  they  work  by 
mobilising  the  body's  own  defences,  instead  of  simply  suppressing  symptoms.  And 
they  have  satisfied  customers  of  ours  across  the  world. 

Right  now,  Homoeopathy  is  playing  a  major  part  in  the  national  movement  towards 
more  natural  alternatives.  It  is  fully  recognised  by  the  Department  of  Health  and 
Homoeopathic  treatments  can  be  prescribed  under  the  National  Health  Service. 

Nelsons  have  the  full  range  of  literature  and  products  to  satisfy  customer  curiosity, 
interest  and  demand  in  this  healthily  growing  market  So  investigate  our  Hayfever 
Tablets,  together  with  the  full  Nelsons  range.  It  could  save  you  some  tears 
this  summer.  v  _ 

Find  the  Nelsons  range  at  your  wholesaler,  ring  us  on  (01)  274  3237  (4  lines)  lor 
information,  or  write  to  A  Nelson  &  Co  Ltd,  215-223,  Coldharbour  Lane,  London 
London  SW98RU. 


Hayfever 

tablets 


nelsons 


COUNTERPOINTS 


Robinsons  and  Kodak  1980 
'happy  baby'  competition 


Following  the  hunt  last  year  to  find  a 
happy  baby,  Robinson's  baby  foods  and 
Kodak  are  launching  their  1980  "happy 
baby"   photographic  competition. 

Entry  forms  will  be  available  at  POS 
and  the  first  prize  will  be  a  portrait  of 
the  winning  baby  by  Frances  Dumbleton 
AITP,  AMPA,  plus  Kodak  equipment  or 
materials  worth  £150  and  £75  in  cash. 
A  £20  prize  will  be  paid  to  the  winner 
if  the  photograph  is  printed  on  Kodak 
paper.  Four  runners-up  will  each  receive 
a  Kodak  instant  camera  and  £25  in  cash 
and  there  will  be  25  consolation  prizes 
of  photograph  albums.  All  prize  winners 
will  also  receive  10  packets  of  assorted 
Robinson's  baby  foods. 

Closing  date  for  entries  is  September 
30  and  each  form  must  be  accompanied 
by  four  packet  tops  from  any  of  Robin- 
son's baby  foods  or  baby  cereals. 

Robinson's  estimate  their  sales  are  up 
21  per  cent  over  the  same  period  in  1979. 
Reckitt  &  Caiman  Products  Ltd.  Dan- 
som  Lane,  Hull  HU8  7DS. 

'Spray'  lens  cleanser 
from  cuticura 

A  new  aerosol  cleanser  for  sunglasses, 
spectacles  and  fine  optics,  Cuticura 
Clearview  (£0.72),  has  been  launched  by 
Cuticura  Laboratories  following  a  test 
market  trial. 

Research,  the  company  says  indicated 
that,  although  as  many  as  80  per  cent  of 
the  country's  23  million  spectacle  wearers 
cleaned  their  glasses  every  day,  less  than 
one  in  seven  were  satisfied  with  their 
current  method  of  cleaning. 

Cuticura  Clearview,  they  say  will  re- 
pell  dust,  preventing  fogging  and  ensuring 
that  spectacles  and  sunglasses  stay  cleaner 
longer.  Packaged  in  a  pocket  or  hand- 
bag-sized aerosol,  8cm  high,  it  contains 
over  300  metered  sprays. 

A  national  advertising  campaign  has 
been  planned  for  the  summer  months  con- 
centrating on  national  press  advertise- 
ments. POS  counter  display  units  will  be 
available  containing  12  aerosols.  Cuticura 
Laboratories  Ltd,  Clivemount  Road, 
Cordwallis  Trading  Estate,  Maidenhead, 
Berkshire. 

Gillette  claim  larger 
market  share 

Gillette  say  that  both  in  the  United 
Kingdom  and  United  States,  Contour 
blades  are  taking  an  increasing  share  of 
the  shaving  market — with  the  growth  in 
the  UK  higher  than  that  in  America. 

These  are  the  results  of  the  latest 
Gillette  analysis  of  product  performance 


POS  material  for  the  "happy  baby"  photographic  competition 


in  the  shaving  market.  Nearly  28  per  cent 
of  the  blade  market,  they  say,  is  now 
held  by  the  Gillette  twin-blade  systems, 
Contour  plus  GIL  In  the  United  States 
the  two  products  (there  branded  as  Trac 
II  and  Atra)  account  for  28.5  per  cent 
of  the  market.  This  is  after  Atra  has  been 
on  the  market  for  over  two  years. 

"Of  course  market  conditions  vary  in 
both  countries,"  says  lonathan  Dickins 
Gillette  shaving  brand  manager,  "but  it 
is  quite  clear  that  the  concept  of  swivel 
head  shaving  has  now  become  estab- 
lished both  here  and  in  the  States,  as  an 
important  part  of  the  twin  blade  market, 
in  which  Gillette  have  very  considerable 
shares "  Gillette  UK  Ltd,  Great  West 
Road,  Isleworth,  Middlesex. 


Philippe  gift  set 

Andre  Philippe  bubble  bath  and  cologne 
(see  C&D,  April  5,  p572)  are  now  avail- 
able in  a  gift  set.  With  gold,  brown  and 
orange  packaging  on  a  white  background, 
each  dozen  pack  contains  a  variety  of 
the  six  colours  in  bubble  bath  with  a 
cologne.  Andre  Philippe  Ltd,  71  Gowan 
Avenue,  Fulham,  London  SW6  6RJ. 


Wasp-eze  push 
for  summer 

Summer  advertising  in  the  Daily  Tele- 
graph, Daily  Express,  Daily  Mail,  Sun, 
Dail  Mirror,  Star  and  Daily  Record 
for  Wasp-eze  is  due  to  start  luly  9.  In 
addition,  half  a  million  holiday  makers 
will  be  circulated  with  a  "holiday  hints" 
leaflet.  Potter  &  Clarke  Ltd,  415  Limps- 
field  Road,  Warlingham,  Surrey. 


SOS  sponsorship 

As  part  of  a  campaign  to  encourage 
motorists  to  wear  SOS  Talisman  identi- 
fication jewellery,  the  company  is  spon- 
soring a  team  in  the  first  British  24  hour 
race — 'the  Willhire  production  saloon  car 
motor  race  at  the  Snetterton  racing 
circuit  on  June  21-22.  SOS  Talisman  Co 
Ltd,  Timeport  House,  212  Regents  Park 
Road,  Finchley,  London  N3'  3HP. 

As  an  introductory  offer,  United 
Photographic  Laboratories,  Who  have 
launched  their  own  brand  colour  film 
under  the  Colourcare  label,  are  giving 
a  free  dispen'ser  with  every  order  for 
300  or  more  films.  Tne  dispenser 
holds  82  films  and  is  available  either 
free-standing  or  with  wall  fixings.  The 
film  is  in  110,  126  and  135  format 
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'Which?'  supports 
CFC  propellant 
damage  claims 

The  controversy  over  the  use  of  chloro- 
fluorcarbons  as  propellants  in  aerosols 
has  been  joined  by  Which?  magazine  in 
a  report  in  the  June  issue.  Which?  say 
that  "It  seems  increasingly  likely  that 
certain  aerosols  may  be  damrving  to  man 
and  his  crops"  and  recommend  that 
"Manufacturers  should  be  made  to  say 
which  propellant  they  have  used  so  one 
could  avoid  those  which  contain  CFC's." 

The  ozone  layer  filters  harmful  ultra 
violet  rays  given  off  by  the  sun.  If  the 
layer  is  reduced  the  increased  ultra  violet 
light  becomes  damaging — studies  in  the 
US  predict  a  2  per  cent  increase  in  skin 
cancer  for  each  one  per  cent  reduction 
in  the  ozone  layer. 

"In  this  country  we  use  more  areosols 
now  (well  over  20  per  household  per 
year)  than  when  the  ozone  theory  was 
put  forward  in  1974"  say  Which?  and 
although  all  non-essential  use  of  CFC's 
has  been  banned  in  the  US,  and  EEC 
countries  are  committed  to  a  30  per  cent 
reduction  of  CFC's  by  1981,  the  report 
points  out  that  by  1990  it  is  estimated 
that  the  US  will  be  using  more  CFC's 
for  other  purposes  than  they  did  before 
the  ban  on  their  use  in  aerosols. 

Which?  say  the  public  could  help  by 
'buying  roll-on  or  stick  deodorants  and 
bottled  perfume  and  the  following  manu- 


facturers were  named  as  users  of  hydro- 
carbons as  an  alternative  propellant: 
Hairsprays — Alberto-Culver  and  Sains- 
bury.  Deodorants  and  anti-perspirants — 
Sainsbury.  Shaving  foams — Boots,  Col- 
gate Palmolive  and  Gillette. 

Considering  other  hazards  of  aerosols 
the  report  says  all  of  them  should  carry 
a  warning  telling  the  purchaser  to  store 
away  from  heat  and  direct  sunlight  and 
not  to  puncture  or  incinerate  even  when 
empty — "Some  of  the  aerosols  we  found 
did  not  carry  this  warning:  they  were 
mostly  all  glass  ones,  which  usually  had 
perfume  in  them."  The  British  Aerosols 
Manufacturers  Association  code  of 
Practice  states  that  all  aerosols  over  50ml 
should  carry  such  a  warning. 


New  speed  ratings 
for  colour  film 

"Film  manufacturers  throughout  the 
world"  are  adopting  international 
designations— ISO— for  photographic 
emulsion  speeds  in  place  of  the  existing 
ASA  and  DIN  ratings  say  the  British 
Standards  Institution.  As  part  of  this 
change,  BSI  are  currently  revising  BS 
1380,  "Method  for  determining  the  speed 
of  sensitised  photographic  materials",  to 
align  with  the  corresponding  ISO  stan- 
dards, and  the  Institution  has  now  pub- 
lished the  revised  Part  3  "Colour  nega- 
tive for  still  photography."  This  specifies 
a  standard  method  for  assigning  an  ISO 


speed  rating  under  normal  conditions  of 
exposure  and  development  and  "could 
influence  the  quality  of  work  produced 
by  amateur  photographers." 

According  to  the  BSI  many  amateurs 
tend  to  under-expose  films,  usually  when 
snapshooting  under  cloudy  or  other  diffi- 
cult conditions,  particularly  with  the 
simpler  type  of  camera.  But  when  the 
film  speed  rating  is  based  on  BS  1380, 
colour  negative  film  has  an  under- 
exposure latitude  of  approximately  1 
stop  whereas  the  over-exposure  latitude 
can  be  as  much  as  3  stops— "In  other 
words,  if  the  film  has  a  speed  of  ISO  100 
satisfactory  results  are  possible  with  an 
exposure  anywhere  in  the  range  ISO  12 
to  ISO  200. 

"Some  camera-cartridge  systems  are 
designed  to  take  advantage  of  this  over- 
exposure latitude  to  obtain  improved 
results  for  pictures  taken  under  less  than 
ideal  circumstances.  This  is  done  by 
deliberately  over-exposing  the  film  under 
sunlight  conditions  to  increase  the  under- 
exposure latitude  of  the  system.  For  ex- 
ample, a  110  or  126-size  cartridge  con- 
taining film  with  an  ISO  speed  of  100 
may  be  notched  for  a  speed  of  ISO  64". 

BS  1380  Part  3  is  identical  with  ISO 
5800.  Other  parts  of  this  standard  have 
already  been  published,— Part  2  (Colour 
reversal  film),  Part  1  (Negative  mono- 
chrome materials)  and  Part  4  (Standard 
light  sources  for  sensitometric  exposure). 
Copies  of  BS  1380  Part  3  (£2.60)  may  be 
obtained  from  BSI  Sales  Department,  101 
Pentonville  Road,  London  Nl  9ND. 


Self  lok  Shoplan  Units 

Can  you  dispense 
with  them? 

You  certainly  can't  do  without  their  smart  clean 
lines  that  say  so  much  about  your  pharmacy  and  the  way 
you  run  it.  Nor  without  their  tremendous  versatility  and 
trouble-free  life. 

You'll  enjoy  Selflok's  good  old  fashioned  service 
too,  and  together  with  modern  expert  planning  and 
design,  prompt  delivery,  and  installation  experts  at  your 
beck  and  call,  you  can  be  sure  of  complete  satisfaction. 

You'll  like  the  Selflok  range  too,  with  it's  Wall 
Shelving  -  Gondolas  -  Storage  Units  -  Binning  and 
Basket  Display  -  Perfumery  and  Cosmetic  Units  -  i 
Window  Fittings  -  Showcases  etc.,  and  -  yes  even  a  A 
complete  range  of  Dispensery  Units  -  and  we  make 
'specials'  too.  Am 

So  you  see,  you  can't  dispense  with  Selflok.  AM 
But  then  again,  you  can!  M 
Selflok  Shoplan  Limited,  Auckland  House,  I 
81  Farleigh  Road,  Warlingham,  Surrey  CR3  9EJ  V 
Telephone:  Upper  Warlingham  (088  32)  2151. 
Regional  Offices  in  Midlands  and  the  North.  2 


1   €^CI  CI                  1  would  like  to  know  more  about  | 

|  ^SLlLVIV      Selflok  Shoplan  range  of  fittings.  | 

|  Si^f^^PI^™*      Name    I 

Position    | 

Company   •••  | 

Address    | 

Tel:                        CodeSS/PBCD  . 
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Small  packs 


B-Supreme 

COMPLETE 
VITAMIN  8  COMPLEX 

CAPSULES 
WITH  ADDED  VITAMIN  C 


Ginseng 
tablets 


NfllUHAL 

Vitamin  E 

EXTRA  STRENGTH 
CAPSULES 

600  International  Units 


Big  profits 

FSC  Ginseng,  B-Supreme  and  Vitamin  E  are  all  nationally 
advertised  lines.  There  is  already  a  substantial  and 
worthwhile  demand  for  these  natural  products.  You 
don't  have  to  use  much  shelf  space  to  stock  them.  And 
for  every  £1  you  pay  out, you'll  get  £1.50  backlYou  buy 
them  in  -  we'll  sell  them  out.  That's  a  promise! 


LEADING  SUPPLEMENTS 


INTERESTED?  For  a  representative  to 
call,  ring  or  write  Gordon  Amos. 
Health  &  Diet  Food  Co.  Ltd.,  Seymour 
House,  High  Street,  Godalming,  Surrey 
(04868-28021).  Ask  for  a  full  colour 
brochure  and  price  list. 


PARKE-DAVIS  ANNOUNCE 

Benylin* 

Decongestant 

diphenhydramine  HCI  BP         pseudoephedrine  HCI  BP 
sodium  citrate  BR  menthol  BP 

•  Effective  decongestant  action 

•  Honey  and  lemon  flavour 

•  For  adults  and  children  alike 

•  Available  only  in  dispensing  packsf 

•  Completes  the  Benylin  dispensing  range 

t500ml and  2.25  litres 

Benylin 

Decongestant 

brings  back 
the  scent  of  summer 
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Prescribing  Information 

Presentation:  A  clear  yellow  syrup  with  a  honey  and  lemon  flavour.  Each  5ml  contains 
Diphenhydramine  hydrochloride  BP  14mg  Pseudoephedrine  hydrochloride  BP10mg 
Sodium  citrate  BP  57mg  Menthol  BP  1.1mg.  Indications:  For  relief  of  cough  and  its 
congestive  symptoms  Dosage:  Adults:  Two  5ml  spoonfuls  four  times  a  day 
Children:  6-12  years  -  One  5ml  spoonful  four  times  a  day  1-5  years  -  Half  5ml  spoonful 
four  times  a  day.  Contra-indications  and  precautions:  Known  hypersensitivity  to 
active  constituents.  Patients  receiving  MAOI's  or  having  received  them  within  fourteen 
days.  Caution  in  cardiovascular  disease,  hyperthyroidism  and  prostatic  enlargement 
May  cause  drowsiness.  Avoid  alcoholic  drink.  As  with  any  other  medication,  care 
should  be  taken  in  administration  during  pregnancy.  Product  Licence  No-  0018/0110 
Product  Licence  Holder:  Parke,  Davis  &  Company  Basic  NHS  Cost-  19p/dav 
(ex  2.25  L  pack) 

Further  information  is  available  from;  Parke,  Davis  &  Company  (Inc.  USA  Liability  Ltd  ) 
Usk  Road,  Pontypool,  Gwent  NP4  0YH.  Telephone:  Pontypool  (04955)  2468 
•Trade  mark        P341-UK-Jun  80  PARKE-DAVIS 


Chemist  &  Druggist  1075 


Two  newi 
from  Stafford 


You  know  about  Sensodyne 
toothbrushes.  Adult  and  children's  models,  and  a  special 
one  for  sensitive  teeth.  High-quality,  premium  priced, 
backed  by  heavy  promotion  to  the  dental  profession  and 
the  public. 

Now  we're  introducing  two  new 
Sensodyne  toothbrushes  to  make  the  range  more 


complete. 


Sensodyne 
Interdental 


Dentists  recommend  that  a  single-tuft 
toothbrush  should  be  used  routinely  for 
cleaning  the  spaces  between  the  teeth.  The 
new  Sensodyne  Interdental  has  correct 
head/handle  configuration  with  double-  a 
rounded  Tynex  nylon  brushing  f 
filaments  designed  for  f 
long  life  and  efficient    wKM  W/  / 

penetration  into  the  JF/ 
crevices.  As  this  brush  H|      ~  W/ 
meets  a  definite  \ 

requirement,  it  is         I     ▼  / 
anticipated  that  the     ^^^^r  / 
level  of  dental 
recommendation  will 
be  high. 


Front  runners 
Miller  * 


noid  supplies  of  all  the  brushes  and 
^nsodyne  Dental  Floss.  The  Stafford- 
iller  rep.  will  be  offering  you  one. 


rSensodyne 
Perio 

Special-purpose 
toothbrush  with 
extra  soft  filaments 


to 
Sc 
Mi 


le 

10  

t'll  grow. 

Make  sure  von  pan 


mppt  if- 


for  patients  with  gum 
problems  who  need 
a  compact-head  brush 
with  soft  texture. 


i 
i 

i 

Sensodyne  j 

Toothbrushes  I 

Simply  the  best  f 

Stafford-Miller  Ltd., 

Professional  Relations  Division, 
Hatfield,  Herts.  ALIO  ONZ. 


Estee  Lauder,  "top  of  the  range"  at  Graham  Walker's  shop  at  Spalding,  Lincolnshire 


One  man's  way  to 
manage  cosmetics 

Part  3:  Which  brands  to  choose? 


By  Graham  Walker,  BPharm,  MPS,  AMBIM 


I  have  already  described  some  of  the 
general  principles  to  be  followed  and  in 
this  article  I  shall  attempt  to  be  specific 
about  the  brands  you  should  or  should 
not  carry. 

One  cardinal  principal  that  must  be 
followed  is  that  these  products  are  in 
a  continually  changing  market  and 
that  you  should  organise  your  business 
to  measure  the  changes  and  respond  to 
them. 

Stock-turn 

The  most  significant  factor  to  watch 
is  stock-turn.  So,  at  the  beginning  of 
January  each  year  do  a  financial  stock 
check  on  all  your  cosmetics  stock  and 
compare  this  with  the  total  purchase  of 
each  brand  during  the  past  year.  Chances 
are  that,  you  will  be  both  pleased  and 
horrified  at  the  same  time — but,  please 
do  something  about  it!  If  the  stock-turn 
rate  is  abysmal  then  be  ruthless  and  clear 
the  stock  out  at  half  price  in  your  Janu- 
ary sale — this  will  produce  rapid  cash 
flow  and  is  likely  to  give  you  as  much 
return  as  if  you  could  persuade  the  com- 
pany to  take  the  stock  back  for  credit. 
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But  don't  forget  the  reverse  side  of  the 
coin!  Your  stock-turn  rate  may  be  too 
high,  indicating  that  you  are  losing  sales 
through  being  out  of  stock — so  go  out 
and  get  your  stocks  properly  balanced. 
I  realise  that  I  have  dodged  the  question 
of  what  stock-turn  should  be!  The 
simple  answer  is  that  it  depends  on  the 
brand. 

If  the  unit  value  is  low,  say  50p,  and 
margin  relatively  low,  say  30  per  cent 
on  return,  then  you  should  look  for  four 
to  six  times  a  year.  If  the  average  unit 
value  is  high,  say  £8,  and  margin  rela- 
tively high,  say  45  per  cent  on  return, 
then  I  am  prepared  to  accept  a  rate  of 
once  or  twice  a  year,  particularly  bearing 
in  mind  the  low  labour  costs. 

Budget  brands 

But  let's  get  dawn  to  detail,  starting 
with  the  budget  brands: 
Rimmel,  for  my  money,  is  the  only  bud- 
get brand  we  independents  should  be 
stocking — pity  we  can't  have  Boots  No 
7  though.  Rimmel  has  many  faults,  par- 
ticularly an  excessively  large  range  (it 
seems  nonsense  to  have  four  ranges  of 


lipstick).  But  having  over  the  years  tried 
most  of  the  other  budget  brands,  and 
knowing  that  Rimmel  claims  to  be  brand 
leader  in  colour  cosmetics,  I  have  no 
hesitation  in  recommending  all  retail 
pharmacies  to  stock  it. 
Max  Factor  should  be  stocked  by  all 
pharmacies  in  spite  of  the  fact  that  its 
performance  in  1979  has  been  disappoint- 
ing— too  many  promotions  and  too  many 
price  increases.  But  since  it  still  provides 
essential  bread-and-butter  it  has  to  be 
stocked  and  the  investment  is  relatively 
small. 

Too  many  changes 

Yardley  is  a  brand  I  haven't  stocked  for 
some  five  years.  I  gave  it  the  push  be- 
cause I  was  exhausted  by  the  frequent 
changes  of  products  and  ranges:  they 
don't  seem  to  have  improved  much  over 
the  years.  So  I  would  think  carefully 
before  stocking  Yardley. 
Vichy's  pharmacy  only,  sk'incare  only, 
and  from  my  point  of  view  a  real  win- 
ner provided  it  is  strongly  presented,  it 
must  receive  your  support. 

continued  on  pi 083 
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That's  why  the  comprehensive  range  of  baby 
care  products  from  UniChem  has  been  so 
successful.  And  why  we're  continuing  to 
introduce  new  lines  to  meet  mothers 'every  need. 

Our  successful  range  of  Baby  Pants,  Cleansing 
Roll,  Cleansing  Puffs,  Nappy  Liners,  Pleated 
Wool,  Cotton  Buds,  Disposable  Nappies  and  the 
recently  introduced  All-in-One  Nappies  is 
turning  over  at  an  annual  rate  of  £750,000. 

We  are  confident  that  the  introduction  of 
Baby  Powder  and  Baby  Shampoo  will  take  the 
1980  sales  over  £1,000,000. 


We'll  be  advertising  them  all  in  "You  and 
Your  Baby"-the  BMA's  official  baby  book-to 
make  sure  that  every  mother  knows  the  value  of 
the  UniChem  baby  care  range.  And,  to  give 
your  sales  an  extra  boost,  there's  a  free  voucher 
book,  for  the  mother,  worth  up  to  £1  off  the 
products  in  the  UniChem  baby  range. 

Remember,  when  MUM  makes  her  change 
for  the  better,  it  means  extra  profits  for  you 

UniChem 

Umchem  Ltd., Crown  House, Morden, Surrey  SM4  5EF 
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I  make  sure  my  L 
is  well-positioned  an 
looks  after  itself ' 
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ly  Jayne  display 
well  stocked -then  it 


And  that's  why  nearly  three  quarters 
of  all  chemists  and  department  stores  now 
stock  Lady  Jayne.  Because  quite  simply,  Lady 
Jayne  turns  the  hair  accessory  section  of  any 
outlet  into  a  tidy,  easy  to  run  profit  centre. 

You  can  choose  from  three  Lady  Jayne 
units  -  each  with  a  different  stock  value  -  to 
suit  any  shop  or  store. 

The  well-known  "spinner"  stand  is  now 
joined  by  an  elegant  free-standing  wall  unit- 
and  a  smaller  modular  panel  for  the  outlet 
with  limited  space. 

All  of  them  carry  a  carefully  balanced 
selection  of  Lady  Jayne  products  devised  to 
make  the  most  of  your  display  area. 

So  you'll  see  that  this  important 
business  cannot  be  left  to  chance . . .  and  with 
Lady  Jayne  you  simply  can't  go  wrong. 
Choose  a  stand.  Display  it.  Keep  it  well 
stocked. 

The  rest  is  profit. 

For  a  list  of  your  nearest  Lady  Jayne 
wholesalers  drop  a  line  to: 
Jack  Moss, 

Laughton  &  Sons  Limited, 
Warstock  Road, 
Birmingham  B14  4RT. 
Tel.  No:  021-474  5201. 


LADY  JAYNE 

for  simply  beautiful  hair 


Hp! 


Powder  puffs  are  soft  and  dry  and 
beautiful  to  use. 

But,  unfortunately  they  don't  stop 
you  from  perspiring. 

Nor  are  they  an  effective  deodorant. 

So  realising  that  we  couldn't  get 
Arrid  anti-perspirant  deodorant  into 
powder  puffs,  we've  managed  to  get  puffs 
of  powder  into  Arrid  anti  perspirant 

deodorant  We  couldn't 
put  Arrid  into 
powder  puffs,  so 
we  put  puffs  of 
powder  into  Arrid. 

It's  called  Arrid  Light  Powder. 
It  contains  a  new  improved  m 
formula  that  keeps  you  drier 
than  ever  before  Just  like 


a  powder  puff,  it  puffs  a 
fine  light  absorbent  talc 
that  goes  on  gently 
because  it's  dry  before  it 
even  touches 
your  skin. 


0  imPROVfiD 
WW  FORMULA 

Goes  on  powder  dry 


ARRID 

POWDER 


PERSPIRANT 
DEODORAN! 


DRY 


Atlastadeodorant 
that  smells  of  your 
favourite  perfume 

Amazingly  it's  true. 
Arrid  Extra  Dry  have  produced  an 
anti-perspirant  deodorant  that  works  on 
you,  but  not  on  your  favourite  perfume. 

It  contains  a  new  improved  formula 
that  keeps  you  drier  than  ever  before. 

Its  called  Arrid  Extra  Dry  Unscented. 
Because  it's  made  by  Arrid,  you  can 
be  certain  that  it'll  keep  you  cool,  and  dry 
and  beautiful. 

And  because  it's  unscented  you  can 
be  certain  it  won't  compete  with  your 
perfume.  Which  is  important  when  you've 

spent  time  and 
money  finding  one 
that  suits  you.  So 
next  time  you  put 
on  your  perfume, 
put  on  Arrid  Extra 
Dry  Unscented 


with  it. 


ARRID 
EXTRA 
DRY 


ms^:^S  WES 


ARRID  EXTRA  DRY 
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OPEN  SHOP 

This  week  by  a  proprietor  pharmacist  in  the  London  area 

Why  does  PPA  return 
these  prescriptions? 


Faberge.  This  company  has  in  my  ex- 
perience treated  pharmacy  with  the  con- 
tempt some  would  argue  that  it  deserves. 
Old  Spice  is  a  good  old  faithful,  worth 
supporting  in  spite  of  its  Woolworth  dis- 
tribution policy. 

Natural  Wonder  and  Charlie,  both  Rev- 
Ion  brands  of  course.  To  date  Natural 
Wonder  has  been  very  disappointing  for 
me  but  Charlie  keeps  on  turning  over. 
So,  I  wouldn't  advise  opening  Natural 
Wonder  but  Charlie  is  well  worth 
developing. 

Lentheric  Morny,  with  all  its  problems, 
must  be  stocked  if  only  because  of  its 
immense  television  advertising  budget. 

That  really  completes  the  budget-to- 
middle-price  section,  so  let's  have  a  look 
at  the  middle-to-upper  sector.  The  major 
problem  with  this  sector  is  to  persuade 
the  companies  to  open  accounts,  which 
is  a  subject  I  intend  to  return  to  in  a 
later  article. 

Elizabeth  Arden  has  always  been  one  of 
my  favourite  companies.  A  tight  range 
with  tight  distribution,  it  is  a  delight  to 
handle.  Virtually  the  entire  range  turns 
over  steadily  and  there  is  a  heavy  level 
of  repeat  business.  Needless  to  say  this 
is  one  I  strongly  recommend. 
Helena  Rubinstein  has  regretably  fallen 
from  glory  in  recent  times.  Not  only  do 
its  proprietors  seem  unable  to  sell  the 
company  but  its  management  seem  un- 
able to  sell  its  products.  I'm  afaid  it's 
now  probably  time  to  get  out  of  this 
brand  unless  we  can  see  a  dramatic  new 
initiative. 

Lancome.  All  I  know  about  this  range 
is  that  everyone  who  stocks  it  speaks  very 
highly  of  it.  The  company  operates  a 
very  tight  system  of  distribution  so  ac- 
counts are  difficult  to  come  by. 
Revlon  is  a  difficult  account  to  handle 
but  will  produce  very  satisfactory  returns 
if  you  can  stand  the  hassle  of  dealing 
with  a  company  that  promises  every- 
thing but  delivers  only  some  of  it,  some 
time,  having  invoiced  it  a  month  earlier. 

So  let's  move  further  upmarket  and 
really  push  our  luck! 

First  of  all  French  fragrance.  This 
is  where  you  can  really  tie  up  capital  in 
dead  stock.  I  can't  over-emphasise  the 
need  to  restrict  your  investment  to  the 
top  ten  brands  or  you  are  really  going 
to  be  in  trouble.  Again  the  principal 
problem  is  opening  the  accounts. 

So  that  just  leaves  us  with  top  of  the 
market  cosmetics  dominated  by  Estee 
Lauder  (and  Aramis).  If  you  are  not 
fortunate  enough  to  acquire  this  account 
then  you  are  probably  best  to  forget  the 
top  of  the  market  completely. 
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In  my  last  open  shop  article,  written  in 
March,  I  dwelt  at  some  length  on  the 
bloody-mindedness  of  the  PPA  in  re- 
turning prescriptions  which  they  were 
quite  able  to  price  but  chose  not  to. 

Naturally  I  went  all  through  my  March 
prescriptions  to  ensure  that  I  did  not 
get  a  large  chunk  of  those  back  too. 
What  a  waste  of  time!  I  had  naively 
assumed  that  where  only  one  pack  size 
was  available,  there  was  no  necessity 
to  put  that  size  on  the  prescription.  But 
no !  About  80  prescriptions  for  bendro- 
fluazide  endorsed  "Kerfoot"  came  back 
because  there  was  no  pack  size — even 
though  Kerfoot  issue  this  drug  only 
in  a  1 ,000  pack. 

Even  more  naively  I  had  assumed  the  , 
commonly-used  pack  size  was  in  fact 
adopted  in  pricing  procedures.  But  again 
no.  Prescriptions  for  Flagyl  did  not 
come  back  but  those  calling  for  metro- 
nidazole, Which  had  been  endorsed  "Fla- 
gyl supplied",  all  came  back,  because 
no  pack  size  had  been  included.  The 
unkindest  cut  of  all,  however,  was  a 
dental  prescription  for  tetracycline  cap- 
sules, which  was  endorsed  that  tablets 
had  been  supplied,  which  had  been  dis- 
allowed. 

One  final  interesting  point  was  that  the 
prescriptions  were  returned  to  me  after 
I  had  been  paid  for  March.  So  either  they 
were  kept  back  at  the  bureau  for  some 
reason  or  else  my  payment  is  pure 
guesswork. 

My  conclusion  from  all  this  is  that 
somebody  in  the  Department  of  Health 
is  deliberately  making  life  difficult  for 
us.  Who  he  is  and  why  he  is  doing  it 
is  anybody's  guess.  Is  he  from  the  Trea- 
sury, trying  to  push  as  much  money  into 
next  year's  accounts  as  possible?  Is  he 
worried  about  the  threat  of  sanctions 
and  trying  to  show  us  that  the  Ministry 
can  be  just  as  awkward?  (Or  perhaps 
he  fancies  the  girl  in  his  local  pharmacy 
and,  having  been  turned  down,  is  taking 
it  out  on  all  of  us!) 

But  whoever  he  is,  and  Whatever  the 
reason,  surely  the  PSNC  should  be  able 
to  get  this  nonsense  stopped  and  return 
to  the  system  whereby  the  only  scripts 
returned  were  the  ones  the  Pricing  Bur- 
eau girls  were  genuinely  unable  to  price. 

Notional  hope 

The  latest  arrangements  from  the  whole- 
salers whereby  they  are  charging  us  a 
price  allowing  them  15  per  cent  should 
surely  not  cause  as  much  confusion  as 
some  predict.  Tf  we  assume  that  a  given 
manufacturer  allows  the  same  discount 
to  all  wholesalers,  then  all  the  whole- 
salers will  be  charging  us  the  same  price. 


From  July  1  this  becomes  the  standard 
price.  The  PPA  have  new  price  schedules 
printed  every  month.  And  as  prescrip- 
tions dispensed  during  July  are  not  likely 
to  be  priced  until  September  this  gives 
the  Pricing  Bureaux  some  time  to  organ- 
ise it.  Doubtless  the  PSNC  will  insist  on 
this  being  done,  with  their  usual  firmness. 

Come  clean 

We  should  all  congratulate  John  lies 
and  Alan  Spivack  on  the  work  involved 
in  discovering  pharmacy's  "Big  Dipper." 
In  particular,  the  discovery  that  all  the 
anomalies  disappear  if  the  different  scales 

"somebody  in  the  Department 
of  Health  is  deliberately 
making  life  difficult  for  us" 

are  applied  consecutively,  makes  it  im- 
perative that  the  graded  on-cost  is  alt- 
ered as  soon  as  possible  to  make  the 
payment  fairer.  What  did  trouble  me, 
with  the  correspondence,  was  Mike  Bri- 
ning's  attempts  to  justify  what,  to  me 
at  any  rate,  was  clearly  indefensible. 
I  cannot  believe  that  the  PSNC  knew  of 
these  anomalies,  so  that  when  they  were 
brought  to  light,  instead  of  trying  to 
defend  these  errors,  they  should  have 
admitted  they  didn't  spot  them  and  did 
their  best  to  get  them  changed  as  soon 
as  possible. 

The  1980  Drug  Tariff  arrived  recently 
much  improved  on  its  predecessors.  The 
list  of  commonly-used  pack  sizes  could 
do  with  a  little  updating.  To  include 
Saluric  as  a  500  pack  and  ignore  Modu- 
retic;  include  Serpasil  and  Rauwiloid 
and  ignore  Trasicor,  seems  quaint  to  say 
the  least.  Perhaps  before  the  next  issue 
of  the  list  the  compiler  should  have  a 
chat  with  a  few  retail  pharmacists,  to 
find  out  which  drugs  are  widely  used 
these  days. 

NPA  supplement 

The  NPA  supplement  which  guides 
us  through  the  complexities  of  the  Tariff 
can  only  be  described  as  superb.  T  am 
afraid  that  T  resent  paying  my  retention 
fee  to  the  Pharmaceutical  Society  because 
T  feel  T  get  such  little  value  for  it,  but 
my  NPA  subscription  T  pay  cheerfully 
for  it  gives  excellent  value.  So  T  should 
like  to  end  by  adding  my  anonymous 
congratulations  to  Joe  Wright  for  re- 
ceiving the  Society's  Gold  Medal,  and 
applaud  those  whose  decision  it  was  to 
award  it  to  him. 
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EQUIPMENT 

Accurate  labeller 
from  Newman 

A  new  semi-automatic  self-adhesive 
labeller  developed  primarily  for  use  in 
the  pharmaceutical  and  toiletries  indus- 
tries has  been  launched  by  Newman 
Labelling  Machines  of  Barnet.  Named 
the  Newman  "Manette",  the  machine  has 
been  designed  to  apply  pressure-sensitive 
labels  to  containers  or  other  items  at 
speeds  up  to  40  per  minute. 

The  Manette  is  said  to  feature  novel 
methods  for  feeding  both  containers  and 
labels  ensuring  accuracy  in  placement. 
After  the  labels  have  been  applied,  they 
are  mechanically  pressed  to  ensure  perfect 
adhesion.  The  new  machine  has  a  con- 
tinuous label  feed  system,  which  elimi- 
nates the  problem  of  variability.  The 
label  feed  is  driven  by  a  thyristor-con- 
trolled  drive  enabling  the  cycle  time  to 
be  varied.  A  foot  control  enables  the 
operator  to  stop  the  machine  at  any  time. 

The  container  feed  system  is  based  on 
a  chute-type  principle,  containers  or  other 
items  to  be  labelled  being  fed  in  single 
file  along  a  track.  The  Manette  also  has 
provision  for  installation  of  a  hot  foil 
coding  machine  to  enable  users  to  print 
additional  information  such  as  batch 
numbers  or  expiry  dates  on  to  the  labels 


before  they  are  applied  to  the  containers. 
Newman  Labelling  Machines  Ltd,  Queens 
Road,  Barnet,  Herts. 


Solar  clock 


English  Clock  Systems  have  launched  the 
first  solar  powered  radio  controlled 
clock  in  the  UK.  The  company  say  that 
although  the  clock  will  cost  50  per  cent 
more  than  a  conventional  clock  it  re- 
quires no  mains  connections,  no  atten- 
tion between  summer  and  winter  time 
change  and  is  virtually  maintenance  free. 

Developed  in  Switzerland  by  Patek 
Philippe,  the  Teleclock  is  powered  by 
solar-cells  incorporated  in  the  dial.  Only 
a  few  hours  of  sunlight  are  needed  to 
keep  these  cells  fully  charged  and  the 
clock  needs  no  conventional  wiring  at  all. 

Incorporating  a  2,000  mile  radio 
synchronisation  facility  the  Teleclock  will 
keep  totally  accurate  and  precise 
observatory  time  through  a  permanent 
radio  link  with  one  of  two  transmission 


control  centres  in  Switzerland  and  Ger- 
many. The  link-up  is  made  possible  by  a 
quartz  crystal  time  base  and  a  long  wave 
receiver  complete  with  aerial  and  servo- 
system.  In  the  event  of  reception  failing 
entirely  the  device  will  be  driven  by  its 
own  quartz  crystal. 

The  white  dial  of  the  Teleclock  can 
be  read  easily  from  a  distance  of  180m 
and  the  whole  unit  is  mounted  in  an 
aluminium  weatherproof  casing.  It  is 
possible,  the  makers  says,  to  incorporate 
an  advertisement  on  the  dial.  English 
Clock  Systems,  Industime  House,  Chase 
Road,  Park  Royal,  London  NW10. 

Theft  deterrent 

Volumatic  are  to  introduce  new  signs 
for  stores  bearing  the  warning  "Thieves 
will  be  prosecuted". 

Commenting  on  the  introduction  of  the 
signs,  Frank  Pegg,  chief  executive  of 
Volumatic  says:  "The  term  'shoplifter' 
is  rapidly  falling  out  of  general  usage. 
With  losses  escalating  to  around  £750 
million  last  year  from  in-store  thefts, 
retailers  now  recognise  that  people  who 
steal  from  stores  are  thieves  and  should 
be  punished  accordingly." 

Volumatic's  new  signs  (£11.00  plus 
VAT  and  carriage)  are  in  orange  acrylic 
with  black  lettering  and  measure  36  x 
12in  (91  x  30cm).  They  can  either  be 
suspended  or  fixed  to  a  wall.  Volumatic 
Ltd,  Taurus  House,  Kingfield  Road, 
Coventry. 


The  versatile  Falconcraft 
Top-Entry  Barker' range 

gets  a  message  over! 


Increase  impulse  buying  and  get  the  message  over  where  al 
promotion  ends-at  point  of  selection.  Whether  you  have  a  "Special 
Offer"  or  are  promoting  a  new  line,  Falconcraft  Top-Entry  Shelf 
Barkers  will  get  the  sales  message  over. 

Made  in  sizes  6-8"  x  3",  9"  x  4",  10"  x  5"  in  high  impact  plastic 
moulded  material,  for  use  free-standing  or  on  shelves  and  trolleys. 
Ideal  for  all  Retailers,  Supermarkets,  Chemists,  Wine  Trade  etc. 

Falconcraft  Ltd.  HainaultRd.  Romford,  Essex,  RM5  3AH  Tel.  24621/9 

/  would  like  further  information  on  the  above  Falconcraft  Products 
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There  are 
other 
brands 

of  Contra^gtiws^ 

Rinoer  Profits  &  Guaranteed  Supplies 


The  demand  for  alternative  brands  of  contraceptives  is  growing  daily 
and  we  recognise  the  need  for  the  trade  to  carry  more  than  one  brand. 
We  have  a  range  of  quality  products  that  offers  your  customers  more 
choice  and  styles.  Our  delivery  service,  like  our  products,  is  reliable. 


Contraceptives  (x  1  gross) 

KINGTEX  VIVA  — top  quality 

DERBY— extra  fine 

SETTABELLO— lubricated 

SUPER  SETTABELLO— top  quality  condom 

GRAINLET— unique  ripple  effect 

RONY  WRINKLE— rippled  from  top  to  bottom 

ZERO  'O'— rippled  and  lubricated 

MARONY— sensitive  lubrication 


Cost    Retail  Value 

£4.40  £45.60 


£3.30 
£3.30 
£3.60 
£6.25 
£5.40 
£5.40 
£5.40 


£14.40 
£47.40 
£16.00 
£45.60 
£26.40 
£31.20 
£21.60 


-TTaTuonTheat 

SPRAY 


profitable, y        rsii,.  .   cdiropn^i 

#  ^  dimension  to  you    Beta,rl    \^  ,e«Pack  o 

"  I  oi  more  Information  contact  Robert  Law;  "mmmm^mmm 

who,  if  you  wish,  will  arrange  for  a  representative  to  call. 

Yago  Holdings  Ltd  (Dept.  503 )  Unit  12,  Station  Road,  Coleshill, 
Birmingham  B46  1 RL.  Tel:  Coleshill  (0675)  64834. 
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First  160" 

customers 
spending  £100 


CURITY 


Britain's  biggest  selling  disposable  nappy  60%  value  share. 


PLAQUE 


Throughout  1980 
we'll  go  on  putting 
across  one  basic  prop 
osition  in  our  advertising  to 
denture-wearers. 

Our  platform  is  this:  Dentu-Creme 
is  the  best  way  of  removing  plaque  from 
dentures. 

And  as  plaque  is  a  major  dental  health 
concern,  Dentu-Creme  will  be  selling 
faster  than  ever. 

To  make  sure  it  goes  on  growing  at  a 
dynamic  rate,  we'll  be  increasing  our 
spending  to  an  all-time  high. 


On  a  colourful 
new  press  campaign 
that'll  reach  96%  of  all 
denture  wearers. 
On  special  promotions  that'll 
be  irresistible  to  you  and  your  customers. 

Ask  your  Stafford-Miller  representative 
to  give  you  the  details. 

And  we'll  also  be  giving  better  value 
and  a  higher  return  than  ever- with  new 
giant-size  packs  being  made  available 
throughout  the  country,  later  this  year. 

Remember,  you're  on  the  right  line 
with  Dentu-Creme. 


Dentu-Creme  A 


The  aemure  toothpaste  more  powerful  than  plaque 


FIGHTS 
STAINS  AND 
PLAQUE 
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Contributed 


Fall  in  real 
no  reason 

Real  growth  in  the  home  brewing  market 
dropped  considerably  during  1979,  though, 
at  an  estimated  15  per  cent  growth 
rate  during  the  year,  it  still  showed 
an  enviable  performance  compared  to 
some  other  consumer  product  areas:  in 
previous  years  volume  growth  has  been 
running  at  20-25  per  cent  per  annum. 

According  to  Paine,  the  total  market 
value  is  between  £25  and  £28m  at  rsp,  of 
which  wine-making  kits  account  for  ap- 
proximately 54  per  cent  and  beer  making- 
kits  the  balance.  Paine  are  singularly  well 
placed  to  assess  the  market.  In  addition 
to  marketing  their  own  John  Bull  kits, 
they  make  several  other  brands  (including 
some  in  the  top  10  list)  for  other  mar- 
keting companies,  and  as  malt  extract 
and  cereal  product  manufacturers,  millers 
and  brewers,  their  expertise  in  the 
traditional  brewing  area — producing 
CAMRA  recommended  beers — has  been 
carried  into  their  home  kit  business. 
Paine  claim  to  be  the  only  major  manu- 
facturer that  comes  direct  to  the  market 
and  the  only  "real  ale"  commercial 
brewery  "using  this  expertise  in  the 
manufacture  of  home  brew  kits". 

Colman  Foods,  who  market  the  Tom 
Caxton  brand,  put  a  slightly  lower  figure 
on  1979  beer  sales,  quoting  £9.2m  (of 
which,  they  say,  92  per  cent  was  spent 
on  kits)  for  a  6.1m  unit  volume  total. 

Average  kit  size 

The  average  kit  size  according  to  Colman 
was  approximately  33  pints  and  they 
recommend  that  chemists  stock  the  40- 
pint  and  eight-pint  packs  of  both  bitter 
and  lager,  although  24-pint  packs  of  both 
are  generally  available.  Regular  home 
brewers  prefer  the  largest  kit,  while  the 
eight-pint  size  is  small  enough  to  tempt 
first-timers  to  "have  a  go".  Three  com- 
panies now  sell  kits  specifically  for  novice 
home  brewers.  Sold  as  complete  begin- 
ners kits  they  appear  in  the  John  Bull, 
Tom  Caxton  and  Boots  ranges. 

Paine  and  Colman  both  say  that  bitter 
and  lager  are  the  two  most  popular  beer 
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market  growth 
for  pessimism 


types,  though  in  actual  percentages  they 
differ  somewhat.  In  April  last,  Paine  told 
C&D  that  bitter  takes  some  40  per  cent 
and  lager  some  35  per  cent  of  the  market 
"although  there  has  been  a  marked  trend 
in  recent  months  toward  extra  strong 
bitter  and  lager  kits". 

The  figures  quoted  by  Colman  cover 
the  past  three  years  and  show  that  the 
brew  type  most  affected  by  the  growth 
in  lager  sales  is,  not  surprisingly,  pale 
ale.  Once  very  popular,  pale  ale  figured 
high  in  bottle  sales  in  pubs  and  off 
licences,  it  has  now  been  largely  super- 
ceded by  good  and  poor  lager — the 
gullible  young  of  a  few  years  ago  (and 
now)  apparently  being  totally  incapable 
of  judging  a  beer  by  anything  other  than 
its  advertising ! 

Home  brewers  are  not  just  influenced 
by  price,  though  home-brewed  beer  is 
considerably  cheaper  than  bought  ready- 


made  beers.  Home  brewers  get  a  tastier 
brew  with  a  higher  specific  gravity 
(generally)  than  the  comparable  com- 
mercial types.  Nevertheless,  the  popu- 
larity of  different  types  of  brew  is 
directly  comparable  to  sales  of  commer- 
cial beers,  as  shown  in  this  table  provided 
by  Colman. 

Variety  of  kits  (percentage  breakdown  of 
expenditure) 


1977 

1978  1979 

Bitter 

50 

52  48 

Lager 

31 

35  44 

Mild 

4 

3  2 

Stout 

2 

2  1 

Brown 

2 

2  1 

Pale 

10 

5  2 

Other 

1 

1  1 

However, 

it  is 

possible   that  home 

brewers  will  eventually  return  to  greater 
variety  in  their  brewing.  A  London  pub- 
lican has  recently  installed  modern  beer- 
Continued  overleaf 


The  marketers  of  Tom  Caxton  recommend  stocking  40-pint  and  8-pint  packs 
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Continued  from  p1087 
making  equipment  on  his  premises 
following,  apparently  unknowingly  (since 
he  claimed  his  to  be  the  only  pub  making 
beer  on  the  premises),  the  example  of 
the  Blue  Anchor  in  Helston  which 
always  has  brewed  its  own  beer. 

The  fame  of  small  breweries  has 
spread  abroad — it  is  not  unusual  to  hear 
an  Italian  or  German  in  Milan  or  Ham- 
burg speak  with  delight  of  Adnams  of 
Southwold!  There  is  a  reaction  against 
chain-store  pubs  and  their  products  as, 
perhaps  more  noticeably,  there  has  been 
an  increase  in  "'gourmet"  food  shops 
and  restaurants  throughout  the  UK.  It  is 
to  be  hoped,  therefore,  that  home  brew 
kit  manufacturers  will  not  be  discouraged 
by  declining  sales  in  non-bitter  or  lager 
kits  to  the  point  of  discontinuing  them. 

Brand  leaders 

Until  recently,  Tom  Caxton  and  Boots 
own  brands  dominated  the  market.  Tom 
Caxton  is  still  the  brand  leader — Colman 
claim  an  overall  30  per  cent  share  of 
sterling  sales  for  1979  (up  1  per  cent 
on  1977  and  1978  when  Colman  say 
they  had  29  per  cent  in  each  year).  Both 
Tom  Caxton  and  Boots  volume  share 
has  decreased  considerably  however  since 
the,  introduction  last  year  of  John  Bull 
and  LRC's  Dakins. 


Like  Tom  Caxton,  both  the  two  new 
brands  are  made  with  100  per  cent  pure 
malted  barley  with  the  fresh  hops  boiled 
in  during  the  process,  a  method  which 
the  experts  say  produced  kits  of  the 
highest  quality.  Geordie  sales  too 
declined  last  year — dramatically  losing 
half  of  its  volume  share  of  sales;  this  is 
thought  to  be  due  to  the  home  brewers' 
preference  for  a  wet  kit. 

"Until  recently,  Tom 
Caxton  and  Boots  own 
brands  dominated  the 
market" 

The  following  estimated  market  shares 
based  on  volume,  were  supplied  by 
Paine: 

January  1979     January  1980 


% 

% 

Tom  Oaxton 

36 

25 

Boots 

26 

20 

John  Bull 

16 

Dakins 

10 

Geordie 

20 

10 

Unicam/ 

Double  Barrel 

2 

3 

Edme 

4 

2 

Others 

12 

14 

(Incidentally,  Colman  make  no  men- 
tion of  Dakins  in  their  figures,  which 
could    account    for    the  discrepancy 


between  their  total  market  figures  and 
those  supplied  by  Paine.) 

Outlet  sales  shares 

To  other  retailers  it  must  be  somewhat 
depressing  to  learn  that  Boots  and  Wool- 
worths  now  account  for  some  85-90  per 
cent  of  home  brew  beer  retail  sales. 
Woolworth  only  entered  this  area  in 
1977  and  have  really  made  their  mark. 
In  their  first  year  their  sales  are  said  to 
have  been  worth  £75,000;  in  1979  their 
sales  reached  £3m  or  about  24  per  cent 
of  the  total  market. 

Nevertheless,  there  is  room  for  other 
retailers.  The  market  can  be  expanded 
considerably  via  new  home-brewing  en- 
thusiasts and  Boots  and  Woolworths  are 
not  within  the  reach  of  everyone,  or  not 
very  easily:  this  writer,  for  instance, 
would  have  to  drive  13  miles  or  take  a 
one  hour  bus  journey  to  reach  either  of 
these  shops  (and  many  people  live  even 
further  away  from  them)  whereas  a 
chemist  is  just  a  four-minute  walk  away. 

Southampton  Homebrewers  say  that 
more  interest  is  also  being  shown  by 
other  large  retailing  groups  such  as 
Sainsbury,  W.  H.  Smith,  International 
and  Selfridges.  It  is  obvious  that  no  large 
retailing  organisation  would  contemplate 
involvement  in  such  a  market  unless  the 
Continued  on  p1091 


BRAND0RA 

/"tig*** 


A  TOTALLY  NEW  CONCEPT 
FOR  THE 
HOME  WINEMAKER 

Fermented  from  BRANDORA 

CONCENTRATE  with  sugar 

water  and  yeast.  Blend  in 

accordance  with  instructions 

Write  for  details  to: 

SOUTHERN  VINYARDS  (  CDBI  ) 
Nizells  Ave.,  Hove,  East  Sussex 


IF  IT  DOES  NT 
MAKE  YOU  MONEY 
YOUCANTELLUS 
WHERE  TO  STICK  IT 


'  I'm  a  <L*=b 

BREWMAKER 

M  (itoft  bed  hi  (wekeumuj 

STOCKIST 


The  homebrew  and  wine 
making  market  for  1978  was 
worth  over  £30  million  and  its 
on  the  up  by  20%  per  annum. 

So  it  stands  to  reason  that 
anyone  with  part  of  the  action 
is  going  to  do  very  nicely, 
thank  you. 

A  normal  gross  margin 
from  a  homebrew  section  is 
33%  POR. 

One  large  store  achieved 


£50,000  on  a  16ft  section 
in  1979. 

Why  not  you? 

We're  the  largest 
distributor  of  homebrewing/ 
wine  making  products  in 
the  UK. 

Contact  us  right  away  and 
lets  talk  money  making. 

BREWMAKER 
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Southampton  Homebrews  Limited 

Brewmaker  House,  12  Rochester  Street,  Northam,  Southampton,  Hants 
Telephone  Southampton  36044/5/6 
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Happy  snaps  make  happy  families. 


Pages  from  the  Andrex  family  album  are  currently  being  exposed 
all  over  the  country. 

This  is  all  part  of  the  Andrex  women's  press  campaign  in  full 
colour,  featuring  scenes  from  the  Andrex  television  commercials 

I  he  Andrex  puppy  is  on  full  view  all  the  year  round 
offering  your  customers  softness,  strength  and  length, 
all  in  one  pack. 

That's  why  Andrex  business  is  such  good  busi- 
ness, and  why  Andrex  outsells  its  nearest  competi- 
tor by  more  than  three  to  one. 

It  all  helps  to  keep  Andrex  customers  smiling. 


[Andrex] 


Soft,  strong  and  very  long. 


Andrex  is  a  Bowater  #  Scott  quality  product 
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Big  brands  •  Big  turnover  •  Big  profits  for  you 

CWE  produce  more  than  half  of  the  home  wine  ingredients  sold  in  Britain  - 
nearly  50  compounds,  a  complete  range  of  home  wine  hardware  and  more  than 

20  ancillary  ingredient  packs. 
That  means  more  fast  selling  products  for  you  and  more  choice  for  your 

customers. 

CWE  are  the  biggest  in  the  business  and  getting  bigger  every  year.  Come  and 

share  our  success. 

Continental  Wine  Experts  Ltd  The  Winery,  Cawston,  Norwich  NR10  4BQ 
Telephone  Cawston  (060  542)  444  Telex  97204  CWE  G 
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Wine  making:  'mainly  the 
province  of  chemists ' 


In  the  past  six  months,  CWE  have  started 
to  introduce  a  completely  new  range  of 
packaging  for  their  wide  variety  of  pro- 
ducts. Indeed,  they  say  that  their  re- 
designed packs  "mark  the  beginning  of  a 
new  era  in  home  wine  marketing".  This 
company  estimates  that  they  supply 
around  52  per  cent  of  all  the  home  wine 
ingredients  sold  in  the  UK.  Accurate 
figures  are,  at  best,  hard  to  come  by  for 
the  home  wine  market,  but  CWE  think 
it  probable  that  between  six  and  seven 
million  gallons  of  home  wine  are  made 
each  year  in  Great  Britain  from  con- 
centrated grape-juice  compounds  and 
home  wine  making  compounds  contain- 
ing other  fermentable  materials  such  as 
invert  and  glucose  syrups.  (CWE  do  not 
produce  any  compounds  containing 
syrups  and,  apart  from  their  Country 
Choice  range,  their  compounds  contain 


at  least  95  per  cent  concentrated  grape 
juice.) 

Unlike  the  home  brewed  beer  kit 
market,  retail  distribution  is  mainly,  say 
CWE,  the  province  of  chemists,  with  a 
significant  minority  of  the  total  ingredi- 
ents sold  being  distributed  through 
specialist  home  wine  stores.  However, 
Boots  and  Woolworths  are  still  important 
factors.  CWE  say  Boots'  decision  to  re- 
place their  farm  sales  products  with 
home  wine  making  ingredients  in  their 
retail  stores  was  responsible  for  the 
growing  public  awareness  of  the  con- 
venience of  using  home  wine-making 
compounds  and  now  that  Woolworth 
too  are  stocking  these  goods  it  is  possible 
that  other  departmental-type  shops  will 
follow  suit. 

To  try  to  resolve  the  stocking  prob- 
lems of  smaller  retailers,  CWE  are  en- 


Market  growth 

Continued  from  p1088 

potential  was  large  and  lucrative. 

Southampton  Homebrew  say  that 
average  gross  margin  obtained  from  a 
homebrew  section  is  33  per  cent  POR: 
one  large  store,  they  say,  achieved  sales 
at  retail  in  1979  of  £50,00  on  a  16-ft  sec- 
tion with  a  mark-up  of  40  per  cent. 

Discounts  available 

As  encouragement,  special  discounts  are 
available  from  this  company  for  exclusive 
supply  or  large  package  deals,  and  they 
are  able  to  advise  on  initial  range  and 
opening  orders  to  suit  individual  shop 
requirements  as  well  as  on  layout  and 
display. 

LRC,  who  quote  similar  figures  to 
Paine  and  to  Colman  Food,  say  they 
expect  home  brew  sales  to  show  substan- 
tial volume  growth  in  the  next  five  years, 
reflecting  and  benefitting  from  the  in- 
creased consumer  interest  in  beer  and 
wine  evidenced  by  Government  forecasts 
which  indicate  that  consumption  of 
commercially-produced  beer  and  wine 
will  increase  in  the  1979-85  period  by 
25  per  cent  for  beer  and  77  per  cent  for 
wine. 

Pharmacists  understand  processes 

The  LRC  figure  for  home  beer/wine 
brewers  is  five  million  people.  LRC  also 
make  the  valuable  point  that  pharmacists, 
because  of  their  training,  understand  the 
basic  chemical  processes  involved  in  beer 
and  wine  making  and  this  knowledge  is 
a  major  plus  factor  when  first-time  home 
brewers  need  advice.  They  also  suggest 
that  chemists  who  have  not  already  done 
so,  should  make  up  some  .beer  and  wine 
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themselves  to  gain  first  hand  experience 
of  the  products. 

Although  entering  the  beer  and  wine 
field  less  than  a  year  ago,  their  products 
are  already  very  successful  and  they  say 
that  the  large  cans  are  the  most  popular 
(40  pint  for  the  bitter  and  lager  concen- 
trates, and  30  pint  for  the  extra  strong 
bitter  and  pils-type  lager  kits).  LRC  offer 
four  concentrates  in  their  Ducard  wine- 
kit  line.  The  one-litre  cans  hold  sufficient 
to  make  one  gallon  wine  and  at  £3.1 8i 
have  no  "hidden  extra  costs"  as  only  the 
medium  sweet  white  concentrate  requires 
the  addition  of  sugar. 

Special  offer 

To  help  chemists  new  to  their  home 
brewing  kits,  LRC  are  offering  special 
cases  of  mixed  varieties  to  chemists  who 
have  not  ordered  Dakins  beer  or  Ducard 
wine  concentrates  before.  Each  case  con- 
tains 12  cans  and  gives  the  chemist  the 
opportunity  to  assess  sales  of  individual 
types  without  involving  him  in  a  large 
commitment  of  stock. 

Itona  say  that  independent  chemists 
who  have  a  recognised  home  brew  sec- 
tion should  be  able  to  make  great  in- 
roads into  this  market;  they  suggest  that 
chemists  new  to  this  area  start,  in  Itona's 
instance,  with  their  Kwoffit  export  range 
which  consists  of  Kwoffit  export  bitter 
and  Kwoffit  Hofstar  lager,  both  of  which 
come  in  16-pint  and  40-pint  kits.  Itona 
also  give  a  piece  of  advice  worth  passing 
on  to  customers  new  to  home  brewing: 
keep  a  brewing  book  recording  date  of 
brew,  method  used,  ingredients  used, 
timing  at  each  stage,  where  the  brew  was 
kept  at  each  stage  and  how  much  priming 
was  used.  This  will  enable  home  brewers 
to  repeat  successes  and  avoid  repetition 
of  any  mistakes. 


couraging  wholesale  chemists  to  stock 
their  range — and  if  retailers  experience 
difficulty  in  obtaining  home  wine  pro- 
ducts from  their  normal  wholesalers, 
"there  is  nothing  to  stop  them  using 
the  same  distributors  as  the  specialist 
home  wine  shops". 

Advice  for  newcomers 

Retailers  new  to  this  area  are  advised 
to  stock  a  reasonable  range  of  grape- 
juice-based  wine-making  compounds; 
sachets  and  drugs  of  general-purpose 
wine  yeast,  and  perhaps  some  supplies  of 
finings  and  sterilising  solution  packs.  It 
is  interesting  to  note  that  CWE  say  that 
several  independent  and  small  chain 
chemists  who  stopped  selling  home  wine 
making  compounds  when  Boots  entered 
the  market  are  now  re-establishing  the 
sections.  The  CWE  home  winemaker's 
product  list  is  a  useful  guide  to  the  kind 
of  products  available  and  equipment 
required. 

Southern  Vineyards  have  also  changed 
their  pack  designs.  They  are  now  using 
only  one  label,  to  avoid  confusion,  with 
red  or  white  clearly  identifying  the 
different  concentrate  contents.  This 
month  they  are  introducing  a  new  cap- 
ping system  which,  while  not  affecting 
the  user,  will  speed  up  their  production 
to  meet  the  "ever  growing  demand". 
They  have  also  made  changes  to  the 
ranges:  champagne  is  now  part  of  the 
Apalier  range,  rose  is  now  in  the  Vina- 
lier  range  and  reisling  in  the  Grandalier 
line.  In  addition  to  their  comprehensive 
wine-concentrate  list,  they  also  have 
sherry,  vermouth,  madeira  and  port  con- 
centrates and  a  range  of  equipment  which 
includes  syphons,  labels  and  corking 
equipment:  their  Beerbrite  caps  enable 
home  brewers  to  make  clear  bottled  beer. 

Southampton  Homebrews  say  they  are 
the  leading  distributors  in  the  rapidly- 
growing  home  brewing  market.  They  are 
also  sole  manufacturers  and  distributors 
of  Brewmaker  concentrates.  They  quote 
some  interesting  regional  variations  in 
preference  for  different  types  of  home 
brewed  beer  and  wine.  The  highest  sales 
of  dry  red  wine  and  lager  are  recorded 
in  the  south  of  the  country;  Scotland  and 
the  north  east  of  England  prefer  sweet 
white  wine  and  also  account  for  the 
highest  sales  of  bitter;  the  Midlands  also 
have  high  sales  of  bitter  but  have  a 
catholic  taste  in  wine,  with  no  one  type 
standing  out. 

On  a  national  basis,  Southampton 
Homebrews  give  the  following  popularity 
ratings  (out  of  10)  for  wine  and  cider. 

Burgundy 
Hock 
Rose 

Sweet  sherry 
Sweet  red 
Cider,  scrumpy 
style 

More  homebrews  on  p1092 
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10 

Beaujolais 

8 

8 

Reisling 

10 

5 

Dry  sherry 

3 

3 

Sauternes 

8 

4 

Graves 

5 

Cider,  country 

5 

style 

5 

Several  new  products 
for  introduction  in  1980 


Colman  have  two  new  products  ready 
for  launching  during  1980  but  have  not 
yet  released  details  though  presumably 
they  will  be  additions  to  their  successful 
Tom  Caxton  'beer  kit  brand.  Similarly, 
the  home  brew  wine  specialists,  CWE, 
say  they  are  currently  developing  several 
new  products  but,  again,  are  not  yet 
ready  to  divulge  details. 

Boots  have  just  launched  a  cider  kit 
(£2.39)  in  an  attractively  decorated  can 
depicting  a  cider  apple  harvesting  scene. 
Containing  1kg  of  apple  juice  compound 
(made  from  the  juice  of  Sussex  apples) 
and  a  sachet  of  yeast,  the  cider  kit  holds 
sufficient  product  to  make  approximately 
16  pints  of  still  or  sparkling  "authentic 
dry  English"  or  sweet  cider. 

Substitute  brandy 

This  month.  Southern  Vineyards  'are 
launching  Brandora  concentrate  for 
making  a  "substitute  brandy",  to  sell 
alongside  Whiskora  (introduced  last  year) 
and  Ginora,  which  was  launched  in 
1978.  The  company  says  that  trade  re- 
sponse  has   been   encouraging:  "those 


retailers  who  have  .  .  .  tried  Brandora  say 
that  it  will  sell  even  better  than  the 
other  two",  while  Whiskora,  which  ex- 
ceeded SV's  expectations,  "has  done  even 
better"  than  Ginora. 

Australian  Hop  Marketers  are  actively 
exploring  the  European  market.  Although 
they  are  looking  for  commercial  brewing 
customers,  it  is  possible  that  they  may 
make  their  smaller  packs  of  hops,  and 
Carlton  hop  extract  for  example,  available 
for  the  "amateur"  'brewer,  to  use  in  his, 
or  her,  own  home. 

Soft  brews 

Tapping  in  on  the  huge  potential  for 
home-made  carbonated  soft  drinks  and 
mixers  is  Fizzy  (Bristol)  Ltd  who  have 
appointed  Vina  sole  distributors  for  their 
powdered  Fizzy  drink  concentrates. 
These  are  already  offered  in  five  flavours 
— cola,  dry  ginger  ale,  Indian  tonic, 
lemonade  and  orangeade.  Five  more 
flavours  are  coming  soon — ibitter  lemon, 
blackcurrant,  lemon  and  lime,  pineapple 
and  strawberry. 

Quoting  Thorn  (who  recently  intro- 


duced the  Cascade  dispenser  in  competi 
tion  to  Sodastream),  Vina  say  that  some 
£740m  is  spent  'in  UK  on  fizzy  drinks 
over  half  of  which  "is  spent  on  chil- 
dren's pop  and  colas.  Yet  fewer  than  3 
per  cent  of  households  currently  own  a 
soft  drinks  maker" — there  is  clearly  room 
for  market  expansion. 

The  Fizzy  flavours  come  in  sealed  foil 
sachets  and  require  only  the  addition  of 
sugar  and  hot  water.  The  flavours  are 
said  to  'be  at  least  as  good,  if  not  better 
than,  other  concentrates  available  in  this 
market. 

"Ethnic"  flavours 

Clayton  &  Jowett  have  a  range  of 
flavourings  specifically  designed  and  for- 
mulated for  the  householder  manufac- 
turing his  own  carbonated  drinks  as  well 
as  powdered  flavours  for  use  in  milk 
shake  syrups  and  the  developing  area  of 
concentrated  fruit  syrups.  Their  experi- 
ence in  supplying  the  commercial  soft 
drinks  industry  at  home  and  abroad 
means  that  they  can  supply  unusual  as 
well  as  the  more  common  flavours.  The 
increasing  "ethnic"  marketing  areas  at 
home,  as  well  as  their  export  markets, 
have  seen  them  developing  such  flavours 
as  banana,  pomegranate,  almond,  mango 
and  rose. 


More  and  more 
people  are 
drinking  UNICAN 
wine  and  beer 

UNICAN  Sales  continue  to 
climb  more  rapidly  than  other 
brands. 

UNICAN  is  the  only  major 
manufacturer  producing  both 
home  wine  and  beer  kits. 
UNICAN  have  the  largest 
range  and  the  quality  is 
second  to  none. 
Stock  UNICAN, 
its  good  for  business! 

UNICAN  FOODS  LIMITED 

Unican  House,  Central  Trading  Estate,  Bath  Road,  Bristol. 
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48  Marsh  Lane  Bootle 
Liverpool  L204SZ 


Distributors  for- 
BREW  RIBAND 
CWE 
EDME 
FESTIVAL 
GEORDIE 
MUNTONA 
TOM  CAXTON 

ROTOKEG 
S.  VINYARDS 
UNICAN 
VIGNERON 
VINA  CAN  etc. 


LEADING  HOME  BREW 
WHOLESALERS  TO 
THE  PHARMACIST 

Now  sole  distributors  for  FIZZY  the 

revolutionary  carbonated  soft  drink  powder 
concentrate  in  easy  sell  sachets. 

SEND  FOR  OUR  LIST  TODAY 
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Non-kit  sales  estimated 
at  6  to  7m  gallons 


CWE  estimate  that  winemakers  using  gar- 
den produce  possibly  equal  the  volume 
output  of  people  using  wine  compounds, 
that  is  around  six  or  seven  million  gal- 
lons per  annum.  This  company  say  they 
know  that  around  three  million  house- 
holds in  Britain  include  individuals  who 
make  wine  at  home  regularly. 

Thus,  there  are  still  a  number  of 
people  who  prefer  to  brew  their  beer 
and  wine  from  scratch  rather  than  use  a 
kit.  Wine,  particularly,  can  be  made 
from  fruit,  flowers  and  vegetables  (even 
runner  beans)  and  is  popular  with  city 
dwellers  as  well  as  country  folk. 

In  the  absence  of  a  specialist  home 
brew  shop,  the  chemist  can  readily  sup- 
ply most  if  not  all  of  their  needs.  Some 
items  are  probably  already  stocked:  tar- 
tric  acid,  glycerine,  citric  acid,  Campden 
tablets,  calcium  sulphate,  magnesium 
sulphate,  vitamin  B  tablets,  sodium 
chloride,  spices,  calcium  carbonate,  table 
salt,  sulphite,  etc.  Other  requirements 
include  various  yeasts,  pectin-destroying 
enzymes,  invert  and  brown  sugars,  crys- 
tal malt  grains,  diastatic  malt  extract, 
flaked  maize,  Fuggle  hops,  and  amber, 
black  and  pale  malts.  As  far  as  the  yeast 
is  concerned,  unless  you  have  a  large 
home-brew  trade,  it  is  probably  'best  to 
carry  a  general  purpose  yeast  plus  one 
other  such  as  a  cereal  yeast. 

Munton  &  Fison  have  recently  pub- 
lished a  leaflet  to  help  promote  sales  of 
their  plain  malt  extract  in  cans.  This 
gives  recipes  and  'brewing  methods  for 
making  lager,  stout,  light  ale,  bitter  and 
brown  ale  using  their  malt  extracts  and 
also  for  making  pale  ale,  or  lager,  using 
their  grain  malt.  Different  .hops  are  re- 
quired, of  course,  for  the  different  types. 
Hallertau  for  lager,  Northern  Brewer  for 
stout,  Goldings  for  light  ale  and  hitter, 
and  Fuggle  or  Northern  Brewer  for 
brown  ale. 


Large  pieces  of  equipment  would 
probably  only  gather  dust  in  a  chemists 
and  many  home  brewers  anyway  make 
use  of  domestic  plastic  "hardware"  as  a 
substitute  for  specialist  equipment. 
Smaller  items  could  sell  reasonably  well 
though — rubber  rings,  stoppers,  filters, 
thermometers  etc. 

Indusmark  recently  introduced  their 
Multi-tap  to  UK  from  West  Germany. 
Although  intended  for  use  in  the  home 
with  four,  five  and  seven-pint  cans  of 
commercially-made  b.eers,  it  could  'be  of 
interest  to  the  serious  home  brewer.  It 
can  give  a  glass  of  beer  a  fine,  frothy 
head,  if  required,  and  operates  by  a 
simple  hand  pump,  eliminating  the  incon- 
venience and  cost  of  compressed  CO;  gas 
bulbs.  Complete  with  accessories,  drip 
tray  and  can  piercer  it  is  presented  in  a 
colourful  box  for  around  £8.50. 

Advertising 

Much  of  the  success  of  John  Bull  may  be 
due  to  its  promotion.  Paine  say  it  is  the 
only  beer  kit  now  on  television  which  is 
marketed  in  the  Midland  ATV  area. 

Because  of  the  consolidation  of  the 
trade  in  the  two  major  multiple  accounts 
(see  above),  Colman  have  now  decided 
to  closely  link  their  1980  advertising/ 
promotional  support  for  Tom  Caxton  to 
these  two  groups  (Boots  and  Wool- 
worths)  though  in  the  past  they  have 
nationally  advertised  the  brand  on  tele- 
vision and  in  the  Press. 

This  autumn  LRC  will  again  be  sup- 
porting their  Dakins  beer  and  Ducard 
wine  kits  with  a  national  Press  campaign. 
They  say  that  the  autumn  is  the  peak 
period  for  home  brewing.  They  also  have 
a  range  of  POS  material  for  stockists. 
Indusmark's  hand 
pumped  beer  tap, 
recently  introduced 
to  the  UK 


CWE:  "active  support  for  winemaking 
clubs  and  groups" 

CWE  are  continuing  their  policy  of 
monthly  advertisements  in  Amateur 
Winemaker,  and  in  addition  to  existing 
POS  material  have  some  new  display  aids 
in  preparation.  Their  useful  home  wine- 
making  guides  are  also  available  to  re- 
tailers for  free  distribution  at  point  of 
sale  and  they  actively  support  home 
winemaking  clulbs  and  groups  by  giving 
demonstrations  and  making  their  product- 
available  for  club  members  to  test. 

The  Cima  instant  action  syphon,  intro- 
duced shortly  before  last  Christmas  and 
distributed  by  Vina,  is  currently  the  sub- 
ject of  a  consumer  competition  for  which 
entries  must  be  submitted  by  August  18. 
1980.  The  first  prize  is  a  holiday  for  two 
(worth  over  £500  including  £150  pocket 
money)  visiting  the  chateaux  and  vine- 
yards of  Bordeaux.  Twenty  runner-up 
prizewinners  will  receive  copies  of  Hugh 
Johnson's  World  Atlas  of  Wine.  Com- 
Concluded  on  p1095 


SUPERBREW 


THE  COMPLETE 
HOME  BREW  KIT 

No  additional  sugar  required 

PALE  ALE  -  LAGER  •  BITTER  ■  STOUT  •  BARLEY  WINE 

These  4lb.  kits  contain  ALL  you  need  to  make  first  class  beer 

Edme  have  incorporated  the  necessary  amount  of  proper 
brewing  sugar  with  malt  and  hops  for  the  type  of  beer  to  be 
brewed  and  concentrated  them  to  a  complete  kit.  You  simply 
open  the  can,  dissolve  the  contents  in  water,  add  the  yeast 
provided  under  the  cap,  and  ferment. 

Also  available  are  the  well-known  Edme  malt  extracts  and 
hopped  concentrates  for  home  brewing. 

Write  for  free  descriptive  leaflet  of  the  complete  Edme  range 
showing  recipes  and  methods. 

Available  from  home  brew  depts..  of  larger  Boots'  Stores  and 
home  brew  shops  everywhere. 


THE  CHOICE 
OF  THE 
FIRST-CLASS  BREWER 

EDME  LTD.  MISTLEY,  MANNINGTREE, 
 ESSEX.  TEL:  020G  39  2232  


bitter 
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AntasiF 
goes  from  strengt 

to  strength 

on  1st  July  1980 


'Antasil'  retains . . .  high  acid  neutralising  power,  high  patient  appeal, 
and  from  1  July  1980  'AntasiP  will  be  supplied  to  you  as  new  'AntasiF 
improved  formulation  with  extra  deflatulent  power  -  extra  activate 
polydimethylsiloxane  to  break  down  bubble-trapped  gas. 


AIMTASIL 

Trademark 

Pharmaceutical  Information 

Presentation 

'Antasil'  is  presented  as  a  white  liquid  and  as  white 
tablets,  marked  'Stuart'.  Each  5ml  of  liquid  contains 
Dried  Aluminium  Hydroxide  Gel  U.S. P.  400mg, 
Magnesium  Hydroxide  U.S.N.F.  400mg  and 
Activated  Polydimethylsiloxane  150mg. 
Each  tablet  contains  Dried  Aluminium  Hydroxide 
Gel  U.S. P.  400mg,  Magnesium  Hydroxide 
U.S.N.F.  400mg,  and  Activated 
Polydimethylsiloxane  250mg. 


300ml  liquid 
60  tablets 


Use  Price 

As  an  antacid/deflatulent 
Dosage  and  Administration 

'Antasil'  liquid  -  5-30ml  as  required,  preferably 
between  meals  and  at  bedtime.  'Antasil'  tablets -one 
or  two  to  be  sucked  or  chewed  as  required, 
preferably  between  meals  and  at  bedtime. 
Although  the  antacids  in  'Antasil'  are  balanced  to 
minimise  bowel  reaction,  mild  diarrhoea  may  be 
experienced  at  high  doses. 
Pharmaceutical  Precautions 
Storage  conditions: 

'Antasil'  liquid  and  tablets  should  not  be  stored  at 
extremes  of  temperature. 
Legal  Category  P 
Package  Quantities 

'Antasil'  liquid  is  supplied  in  bottles  containing 
300ml  and  the  tablets  in  cartons  of  60. 
( 10  cellophane-wrapped  strips  of  6  tablets).  STUART 


Trade 

£1.60 

£1.60 


List 

£2.40 

£2.40 


Product  Licence  Number 

PL  0029/01 18  tablets 
PL  0029/01 19  liquid 


Full  prescribing  information  is  available 
on  request  to  the  Company. 

i  1  Stuart  Pharmaceuticals  Limited 

Carr  House,  Carrs  Road, 
Cheadle,  Cheshire,  SK8  2EG. 
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LETTERS 

Plight  of  the  small 
pharmacy 

For  some  thirty  years  T  have  been  the 
owner  of  a  small  pharmacy  with  a  pre- 
scription turnover  of  800/900  per  month. 

At  present,  T  am  using  two  major 
wholesalers  and  my  purchases  are  shared 
between  them:  neither  account  generates 
the  nominal  £1,000  per  month  which 
would  have  given  me  their  recent  special 
discount  rate,  small  though  it  is.  To  give 
up  one  or  other  of  these  and  to  place 
reliance  on  one  only  could  be  risky  and 
could  imperil  the  prescription  service  T 
now  give. 

Tf  T  were  to  place  all  my  orders  (ex- 
cluding "agency")  through  the  whole- 
saler, representatives  would  no  longer 
call  and  T  would  have  no  current  price 
lists,  no  "special"  offers,  no  show  material 
and  no  means  of  returning  faulty  or  (as 
already  with  "ethicals")  out-of-date  stock. 

T  am  now  faced  with  a  threatened 
surcharge  on  my  total  monthly  pur- 
chases if  they  should  fall  below,  say, 
£600  per  month:  also  the  wholesalers 
appear  to  be  fixing  their  own  increased 
price  structure  wherein  their  prices  are 
uplifted  from  the  standard  (C&D)  list 
in  order  that  they  may  recoup  the  cut  in 
the  wholesale  margin  now  being  imposed 
by  many  manufacturers.  Tn  other  words, 
it  seems  that  I  shall  soon  be  paying 
wholesale  prices  plus  the  additional 
wholesaler's  uplift,  plus  (if  T  do  not 
achieve  the  £600  per  month  overall)  a 
further  surcharge  on  my  relatively  small 
monthly  purchases. 

There  is  also  talk  of  a  discounting 
scheme  which  might  be  operated  by  the 
Prescription  Pricing  Authority  if  and 
when  it  gets  around  to  the  analysis  of 
the  "extra"  discounts  some  of  the  larger 
pharmacies  have  been  enjoying  this  past 
year  or  so  through  their  much  greater 
buying  capability. 

And  so  we  come  to  the  $64  questions 
regarding  the  payment  the  PPA  will  be 
preparing  to  pay  me  for  the  FPlOs  which 
I  submit.  Will  it  be: 
1.  At  standard  C&D  list  prices? 


2.  As  (1)  plus  the  wholesalers'  surcharge 
occasioned  by  the  reduced  level  of  the 
manufacturers'  discounts  to  them? 

3.  As  (1)  plus  (2)  plus  the  wholesalers' 
additional  surcharge  on  my  under  £600 
per  month  purchases,  bearing  in  mind 
that  T  shall  not  know  if  this  last  extra  is 
being  added  until  the  arrival  of  the 
monthly  statement,  by  which  time  it  will 
already  to  too  late  to  endorse  the  pur- 
chase prices  on  the  relevant  FPlOs  as 
they  will  already  have  been  submitted. 
(Mavbe.  however,  invoices  could  be  sent 
fully  priced  showing  a  cumulative  total?) 

4.  All,  or  any,  of  the  above,  less  the  pos- 
sible (or  is  it  the  "potential" %)  discount 
the  PPA  itself  may  make  if  it  finds  it 
cannot  easily  or  readily  distinguish 
between  those  larger  pharmacies  which 
are  taking  advantage  of  the  discounts 
available  to  them,  and  such  as  myself 
who  are  not  so  doing,  and  often  even 
cannot? 

Can  anyone  resolve  this  problem  with 
an  easv  answer? 
M.  Mandleberg 
London  NW7 

Prescriptions  will  be  priced  at  manufac- 
turers" "list"  price  (as  in  C&D  Price  List) 
but  there  is  no  provision  for  notional 
prices  or  surcharges  to  be  taken  into 
account — these  have  gone  some  way  to 
securing  the  Department  of  Health's 
agreement  to  waive  retrospection  on 
discounts  already  received.  The  future 
will  depend  upon  the  forthcoming  dis- 
count inquiry,  but  the  smaller  contrac- 
tor already  receives  the  higher  rate  of 
on-cost,  and  the  new  basic  practice 
allowance  will  be  of  greater  benefit  to 
this  group  in  percentage  terms — Editor. 

Script  returns 

Today  r  received  my  usual  bundle  of 
FPlOs  for  elucidation  for  details  of 
packs,  prices  and  maker.  This  job  had 
already  been  done  by  myself  but  the 
Pricing  Bureau  now  required  prices.  From 
perusing  the  returns  T  have  decided  that 
the  Bureau  does  not  have  price  lists  from 
Kerfoot.  Cox,  Global  and  Berk— or  if 
they  have,  they  are  not  using  them. 

I  had  a  total  of  73  items  for  which 
£287.39,  plus  on  cost,  dispensing  fee.  con- 


home  brews 


concluded  from  p1093 
petition    forms    and    special  display 
material  are  available  from  wholesalers 
who  can  also  provide  details  of  the  com- 
petition discounts  available. 

Information 

The  Tom  Caxton  Help  Line  Service  is 
run  by  Wilk  Newson,  a  leading  home 
brew  specialist  in  the  UK.  The  24-hour 
service  is  intended  to  help  new  and 
experienced  home  brewers  with  any 
problems  that  may  occur  with  their  beer 
brews.  The  telephone  number  is 
01-561  1050;  the  address  (for  less  urgent 

21  June  1980 


problems)  is  POB34,  Hayes.  Middlesex. 
Colman  Foods  are  advertising  their  ser- 
vice on  their  40-pinl  Tom  Caxton  packs 
and  on  POS  material,  but  it  is  obviously 
a  service  worth  drawing  to  the  attention 
of  anyone  buying  a  beginner's  kit. 

Although  concerned  primarily  with 
industrial  rather  than  home  brewing, 
keen  home  brew  customers  visiting  Lon- 
don might  like  to  know  that  a  museum 
and  souvenir  shop  called  The  World  of 
Brewing  has  opened  by  Tower  Bridge  at 
226  Tower  Bridge  Road.  Opening  hours 
are  Monday-Friday  10am-5.30pm  (Y.lOpm 
on  Tuesdays):  Saturday  10.30am- 
3.30pm;  Sunday  2pm-5.30pm.  The 
museum  will  be  closed  on  New  Year's 
Day.  Good  Friday.  Christmas  Eve. 
Christmas  Day  and  Boxing  Day. 


tainer  fee  (minus  down  payment)  had 
been  withheld.  One  script  was  for  200ml 
30  per  cent  solution  aluminium  chloride 
which  I  had  sent  in  February  already 
costed — perhaps  they  require  the  maker's 
name. 

Another  was  for  tinct  asafoetida.  Last 
year,  being  unable  to  obtain  this  1  bought 
500g  oleo  gum  resin  asafoetida  to  make 
it,  so  I  am  now  able  to  claim  £6.98  for 
obtaining.  Several  scripts  were  for  sterile 
dressings,  now  to  be  endorsed  "packs". 

It  has  taken  me  2\  hours  to  elucidate 
these  scripts,  and  several  other  scripts 
f  will  have  to  take  to  various  doctors. 
Fortunately  T  price  all  my  stock  in  code 
at  cost  price. 

In  the  previous  year  my  returns  from 
the  Pricing  Bureau  were  0.21  per  cent, 
now  they  are  5.11  per  cent  an  increase 
of  24  times. 

Who  on  earth  is  responsible  for  this 
idea  of  having  all  the  I's  dotted  and  the 
T's  crossed?  Surely  a  modicum  of  com- 
mon sense  in  most  queries  would  produce 
a  satisfactory  result. 
M.  Kelly 
Leicester 

See  also  Open  Shop  pl083 

Pyrrhic  victory 

Are  you  quite  sure  that  congratulations 
are  due  to  the  PSNC  negotiating  team? 
The  restrospective  clawback  of  discounts 
has  only  been  halted  if  we  agree  to  forget 
the  £354-  million  underpayment 
"awarded"  to  chemist  contractors  by  the 
Franks  committee,  so  our  victory  is 
somewhat  pyrrhic,  especially  for  those 
who  did  not  take  wholesale  discounts  at 
the  earliest  opportunity.  These  terms 
were  the  very  ones  rejected  by  the  PSNC 
only  months  ago,  so  the  truth  is  that  the 
Ministry  has  won  again. 
P.  Holman 
Bexley  Heath,  Kent 

You  have  a  choice 

May  T  take  this  opportunity  to  congra- 
tulate the  Glaxo  Group  on  its  second 
round  of  substantial,  across-the-range 
price  increases  in  six  months. 

For  those  of  you  caught  with  low 
stocks  of  the  products  of  Allen  &  Hanbu- 
ry,  Duncan  Flockhart,  Glaxo  and  Farley 
at  June  1,  please  do  not  let  this  tempor- 
ary lapse  influence  your  OLC  recommen- 
dations in  respect  of  Piriton,  Multivite, 
Minadex,  Haliborange,  Acriflex  etc.  Nor 
should  these  increases  affect  your  choice 
of  preparation  on  "open"  prescriptions. 

After  all,  we  do  not   wish   to  upset 
the  good   relationship  Glaxo  claim  to 
have  with   their  "colleagues"   in  retail. 
Alan  Pepler 
Minehead.  Somerset 


□  The  report  of  the  product  liability 
symposium,  held  on  June  6,  1979,  by 
the  Medico-pharmaceutical  Forum,  is 
now  available.  Copies  (£1)  from  the 
Forum  at  1  Wimpole  Street,  London 
W1M  8AE. 
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Interphex  conferences 


Unit  packs  may  be  'no  bad 
thing  for  pharmacists' 


"It  is  hardly  a  pharmacist's  job  to  count 
tablets.  There  are  sophisticated  machines 
and  five-year-old  children  capable  of 
doing  that !  " 

That  statement  came  from  Mr  Tim 
Astill,  deputy  secretary.  National  Phar- 
maceutical Association,  when  speaking  at 
rnterphex,  Brighton,  last  week  on  "un'it 
pack  dispensing."  Explaining  that  his 
views  were  not  necessarily  those  of  the 
NPA,  Mr  Astill  said:  "Subject  to  a 
very  few  caveats,  the  introduction  of  a 
system  of  original  pack  dispensing  will 
be  no  bad  thing  for  pharmacists." 

It  would  mean  easier  and  quicker  dis- 
pensing, leaving  "more  time  with  the 
patient  or  playing  golf  or  actually  having 
a  lunch  break.  Modern  practices  and 
technology  are  bringing  more  leisure  time 
for  many  people — why  should  pharmac- 
ists  not   get   their  share?" 

But  if  pharmacists  were  to  spend  less 
time  on  technical  dispensing  and  more 
on  dealing  with  patients,  the  pharmacy 
schools  should  concentrate  more  on  clini- 
cal studies.  "It  is  a  nonsense  to  claim 
a  role  for  pharmacists  in  advising  on 
the  treatment  of  minor  ailments  when  it 
is  still  possible  for  a  pharmacist  to  gra- 
duate without  once  seeing  a  patient." 

Liability  implications 

Bar  coding  of  unit  packs  would  lead 
to  easier  stock  control,  quicker  pricing 
and  hence  payment  from  the  NHS.  Mr 
Astill  continued.  Unit  pack  dispensing 
might  also  become  necessary  if  a  system 
of  strict  liability  for  defective  products 
were  introduced  in  which  the  "producer" 
would  be  liable  for  injury  caused  by 
defects  in  his  goods.  Tf  pharmacists  dis- 
pensed only  manufacturers'  packs  there 
would  be  no  doubt  .as  to  the  producers' 
identity.  Pharmacists  would  then  escape 
liability  if  the  medicines  proved  to  be 
defective  in  some  way. 

Another  advantage,  although  debat- 
able, would  be  that  if  medicines  were 
only  available  in  "courses",  prescribers 
would  order  one  course  at  a  time  rather 
than  up  to  a  years  supply.  Patients 
might  eventually  get  the  message  that 
they  had  been  given  a  complete  course 
which  they  ought  to  finish.  But  Mr  Astill 
confessed  that  he  would  not  be  too 
surprised  if  this  reduction  in  waste  was 
minimal  compared  with  the  extra  cost 
of  packaging. 

Original  pack  dispensing  could  also 
facilitate  patient  information.  Tt  was 
easier  for  labels  and  leaflets  to  be  in- 
cluded in  the  pack  by  the  manufacturer 
than  subsequently  by  the  dispensing  phar- 
macist. A  demand  for  more  information 
was  being  stimulated  by  "consumerism" 
and  the  possibility  of  strict  liability  being 
introduced,  although  Mr  Astill  thought 
a  "lot  of  rubbish"  was  talked  about  how 


much  'information  should  be  given. 
"Much  of  the  information  now  given 
to  patients  is  either  not  taken  on  board 
or  is  not  understood,"  he  said.  The 
average  [Q  was  100  which  meant  that 
half  the  population  was  "thick"  so,  by 
definition,  half  would  have  difficulty  in 
understanding  the  labels. 

One  potentially  serious  disadvantage 
was  that  unit  packs  occupied  more  space. 
But  comparison  of  current  UK  bulk 
packs  with  the  foil  strips  used  ,in  Aus- 
tralia had  proved  it  was  "nonsense"  to 
suggest  that  pharmacists  would  need  dis- 
pensaries ten  times  bigger.  Mr  Astill 
did,  however,  ask  manufacturers  to  con- 
sider this  aspect  when  designing  "original 
packs"  of  any  kind. 

Another  possible  problem  could  be 
pharmacists'  remuneration.  Less  time 
spent  dispensing  could  mean  less  money, 
but  Mr  Astill  had  every  confidence  that 
pharmacy's  negotiators  could  "sort  t'hat 
one  out."  And  the  problem  "pales  into 
insignificance  against  the  difficulties  crea- 
ted 'by  wholesalers'  national  prices." 

Mr  Colin  Hetherington,  area  pharma- 
ceutical officer,  Leeds  Area  Health  Au- 
thority (Teaching),  said,  that  standardisa- 
tion of  packaging  would  have  several 
advantages  in  hospitals.  Uniformity  of 
shape  and  size  of  containers  would  im- 
prove storage  in  wards  and  cut  down 
waste,  and  standard  labelling  would  re- 
duce errors  in  drug  administration.  The 
industry,  however,  had  shown  little  pro- 
gress towards  uniformity. 

Mr  A.  Hunter,  assistance  regulatory 
controller,  Wellcome  Foundation  Ltd, 
presenting  a  paper  by  the  company's  re- 
gulatory controller,  Mr  J.  D.  Spirk,  said 
that  the  case  for  original  pack  dispensing 
was  now  so  strong  that  "we  should  do 
nothing  but  encourage  the  change  rather 
than  resist  it." 

The  best  vehicle  for  getting  informa- 
tion to  the  patient  in  a  uniform,  suc- 
cinct way  was  the  pack,  and  any  such 
system  must  be  associated  with  original 
pack  dispensing  as  a  general  policy.  Pa- 
tient leaflets  could  also  give  written  re- 

Influences  on  the 

The  growing  acceptance  of  self-medica- 
tion is  the  single  most  important  influ- 
ence on  the  proprietary  medicines  in- 
dustry, said  Dr  J.  B.  Spooner,  medical 
director.  Sterling  Health,  during  a  session 
on  "Major  influences  on  the  industries 
today." 

"Tt  is  to  be  hoped  that  the  responsi- 
bility thus  set  upon  this  industry  will  not 
be  removed  from  it  by  over-zealous 
legislators  and  consumer  activists,"  he 
said.  At  the  same  time  he  hoped  the 
industry  would  respond  to  the  challenge. 


inforcement  of  the  doctor's  and  phar- 
macist's verbal  advice. 

Time  saved  in  original  pack  dispensing 
would  allow  the  pharmacist  to  spend 
more  time  in  patient  counselling.  "It  is 
sometimes  suggested  that  original  pack 
dispensing  for  virtually  all  medicines 
takes  away  from  the  pharmacist  some 
measure  of  his  professional  function,  but 
T  do  question  whether  it's  really  more 
professionally  rewarding  to  count  out 
50  tablets  into  a  bottle  than  to  dispense 
an  original  pack." 

Giving  a  general  practitioner's  View- 
point, Dr  Margaret  Foot  said:  "On  the 
principle  that  600,000,000  continentals 
cannot  be  wrong,  there  seems  to  be  a 
place  for  original  pack  dispensing,  pro- 
viding there  is  uniformity  amongst  the 
manufacturers,  virtually  no  increase  in 
cost  and  an  agreed  number  of  pills  only 
available  in  each  pack.  Such  packs  should 
be  suitable  for  the  elderly  and  infirm 
and  easily  stored  by  the  patient." 

Dr  Foot  attacked  the  "great  lack  of 
thought"  that  had  gone  into  the  design 
of  blister  packs.  Many  patients  had 
problems  in  extracting  the  tablets,  they 
were  difficult  to  label  and  pharmacists 
usually  put  the  label  on  the  outside 
container  which  got  thrown  away. 

Doctors  would  regard  original  packs 
more  favourably  if  they  increased  pa- 
tient compliance.  "But  T  see  too  many 
tablets  still  sitting  in  their  blister  packs 
and  child-resistance  containers  because 
patients  can't  get  them  out,"  s'he  said. 
"Far  more  time  and  money  should  be 
spent  on  educating  the  public  on  the 
dangers  of  accidental  poisoning  by  medi- 
cines and  on  allowing  the  elderly  to  have 
easily-opened  bottles." 

She  opposed  the  suggestion  that  tab- 
lets should  be  dispensed  as  a  "course" 
because  the  length  of  a  course  was  a 
matter  for  clinical  judgment  and  varied 
with  every  patient. 

The  information  given  with  the  pack 
should  be  only  of  the  most  elementary 
kind,  she  felt.  "Both  doctor  and  phar- 
macist have  spent  many  years  acquiring 
painfully  and  by  hard  work  the  neces- 
sary background  to  the  drugs  used.  Tn 
no  way  can  this  be  passed  on  in  a  few 
words,  or  in  a  thousand,  on  a  package." 

Too  many  warnings  could  frighten 
patients  and  decrease  compliance,  so  the 
fear  of  legal  reprisals  should  take  second 
place  to  the  needs  of  the  patient. 

industry 

There  were  still  a  few  conditions  for 
which  no  proprietary  medicines  were 
available  to  give  symptomatic  relief.  It 
was,  however,  difficult  for  the  industry 
to  persuade  the  Committee  on  Safety  of 
Medicines  to  accept  new  OTC  medicines 
for  new  indications,  so  it  was  no  surprise 
that  product  introductions  were  usually 
variations  on  existing  themes.  "When, 
for  example,  are  we  to  see  skin  prepara- 
tions containing  0.5  per  cent  hydrocorti- 

Continued  on  p1099 
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nurdiNl^Peacock 

The  Cash  and  Carry  Wholesalers 
Head  Office:  Bushey  Road,  Raynes  Park,  London  SW20  OJJ 

HEALTH-HOMIMtKAIJTY^I 


PRODUCT 

SIZE 

COST 

MRP. 

R.S.P. 

PROFIT  ON 
RETURN 

Palmolive  Soap  (P/M  17p) 

12 x bath 

£1.49 

17p 

15.9% 

Andrews  Liver  Salts 

12  x  4ozs 

£3.52 

49p 

Andrews  Liver  Salts 

12x8ozs 

£6.03 

84p 

31.2% 

Radox  Bath  Salts 

6  x  large 

£2.12 

JB9f 

52p 

21.8% 

Nivea  Creme 

12  x  45g 

[J3.02 

JSfT 

37p 

21.7% 

Nivea  Lotion 

6  x  125ml 

£2.36 

58p 

22% 

Domestos  (P/M  42p) 

20  x  large 

£6.05 

42p 

17.1% 

Oomestos  (P/M  66p) 

12  x  family 

£5.70 

66p 

17.2% 

Body  Mist  Roll  On 

12  x  50ml 

£3.78 

JW 

46p 

21.2% 

Body  Mist  Aerosol 

12  x  100ml 

£5.01 

61  p 

21.2% 

Lifeguard  Disinfectant  (P/M  25p) 

12  x  large  (350ml) 

£1.79 

25p 

31% 

Lifeguard  Disinfectant  (P/M  36p) 

12  x  giant  (600ml) 

£2.59 

36p 

31% 

ALDERSHOT 

Tel:  Aldershot  (0252) 

313058/9/O 

AVONMOUTH 

Tel:  Avonmouth  (0272) 

825551 

BARNHAM 

Tel:  Yapton  (0243) 
552628 


OFFERS  AVAILABLE  FROM  23rd  JUNE  until  1 1th  JULY,  1980 
ALL  OUR  OFFERS  ARE  SUBJECT  TO  AVAILABILITY  AND  VAT  WHERE  APPLICABLE 


BRIGHTON  COLCHESTER  EASTLEIGH  LOWESTOFT 

Tel:  Brighton  (0273)  Tel:  Colchester  (0206)     Tel:  Southampton  (0703)     Tel:  Lowestoft  (0502) 

71281  610616/7/8/9  65166 


779731 


CHATHAM 

Tel:  Medway  (0634) 

41621 


COWES 

Tel:  Cowes  (0983) 
296511 


CHRISTCHURCH  DAGENHAM 
Tel:  Christchurch  (0202)     Tel:  01-592  7839 
"N*2"71  593  3501 


HANWELL 

Tel:  01-579  5297/8 

IPSWICH 

Tel:  Ipswich  (0473) 
5905? 


LUTON 

Tel:  Luton  (0582) 
583366 


NORWICH 

Tel:  Norwich  (0603) 

49029 

NOTTINGHAM 

Tel:  Nottingham  (0602) 

869678/9 


PLYMOUTH 

Tel:  Plymouth  (0752) 

708111/2/3 


READING 

Tel:  Reading  |0734) 
565739 


NORTHAMPTON  PETERBOROUGH  RAYNES  PARK 

Tel:  Northampton  (0604)  Tel:  Peterborough  (0733)  Tel  01 -946  91 1 1 
53012  231941 


PORTSMOUTH  SIDCUP 

Tel:  Portsmouth  (0705)     Tel  :  01-302  6237 

63563 

SOUTHEND 
Tel:  Southend  (0702) 
526341/2 


We  do  not  compete  with  our  customers - 
tu.  —m^-  T*^tthfr.own  no'  "^tro*  any  retail  shops, 
we  nuner  wish  nor  Intend  to  serve  members  of  the  general  pubec 


STAINES 

Tel:  Staines  (81) 

5251 S 

WALTHAM  ABBEY 

Tel:  Lea  Valley  (9) 
715115 

WATFORD 

Tel:  Watford  (92) 

43903 
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—  .LAUNCH  A  WHOLE 

^^TiT^ NEW  PACKAGE 
siMeS^ — JF0RTHE  80's 


Church  a  Company  (Fittings)  Ltd  south  street  Reading  rci  4QS 

Dial  direct  to  our  Sales  Enquiry  Office  on  (0734)  594967  /  594899 


THE  RIGHT  ONE  FOR  YOU! 


We  turn 
burglars 

into 
bunglers. 


Not  surprisingly,  being  the  largest  and  most 
comprehensive  security  organisation  in  the 
country,  we  at  Securicor  take  more  than  a 
passing  interest  in  alarm  systems.  The  surprise  to 
many  people,  though,  is  that  we  are  now  one  of 
Britain's  largest  suppliers  of  intruder  alarms. 
Whether  your  need  is  for  a  sophisticated  alarm 
and  monitoring  system  to  secure  a  vast 
manufacturing  or  distribution  unit  or  a  more 
humble,  but  effective  set-up  to  keep  a  watchful 
eye  on  a  retail  store,  we  can  help.  We  boast  a 
nationwide  network  ofbranches  and  engineers 
who  are  radio  linked  and  on  call  twenty  four 
hours  of  every  day.  With  a  comprehensive  range 
of  products  including  our  own  micro-processor 
based  systems,  they  ensure  you  get  the  alarm 
you  need  and  that  it  always  stays  on  top  form. 
Let  us  case  your  joint  before  someone  else  does. 
Send  us  the  coupon  now. 


To:  D.  Norton,  Securicor  Ltd. 

24/30  Gillingham  Street,  London  SW1V 1HZ.  Tel:  01-828  5611 
Please  tell  me  more  about  Sea/rimr  Alarms  Systems 

Name  

Company  Name  ( if  applicable)  


Address. 


Pho'ne_ 


mm 


Intruder  Alarms  by 

SECURICOR 


CD  21/6/80 
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Continued  from  p1096 

Influences  on 
the  industry 

sone  available  for  public  purchase  for 
the  relief  of  minor  skin  conditions  as 
is  now  permitted  in  the  USA?"  he  asked. 

There  would  be  virtually  no  pro- 
prietary medicines  available  today  if  the 
CSM  had  been  around  when  the  older 
remedies  such  as  aspirin  were  introduced. 
There  would  be  no  aspirin  products  be- 
cause of  the  possibility  of  occasional 
allergic  reactions;  there  would  be  no 
laxatives  because  of  the  problems  of  pro- 
longed misuse;  there  would  be  no  expec- 
torants because  it  was  difficult  to  prove 
they  work  and  there  would  be  no  cough 
suppressants  because  it  is  not  always 
desirable  to  suppress  cough.  "Happily 
these  products  have  been  available  for 
many  years  and  these  fears  have  not 
been  matched  by  reality,"  he  said. 

The  general  practice  pharmacist  was 
another  major  influence  on  the  pro- 
prietary medicines  industry,  Dr  Spooner 
continued.  But  while  the  pharmacist's 
qualifications  and  experience  enabled  him 
to  give  excellent  advice  on  first  aid 
measures  for  minor  illness,  his  role 
should  remain  one  of  advice  rather  than 
clinical  responsibility.  "I  do  not  envisage 
the  situation  where  the  individual  regards 
himself  as  being  'under  the  care'  of  the 
pharmacist,"  he  said. 

Cosmetics  static 

Describing  the  major  influences  on  the 
cosmetics  industry,  Mr  J.  M.  Hogston 
the  managing  director  of  John  Hogston 
Associates  Ltd,  said  the  future  looked 
far  from  bright.  The  cosmetics  market 
was  likely  to  be  static  in  real  terms  over 
the  next  five  years  or,  at  best,  to  show 
only  marginal  growth.  Conditions  would 
get  more  competitive  and,  to  retain  mar- 
ket share,  manufacturers  would  need 
marketing  expertise  of  a  very  high  order. 

There  would,  however,  be  some 
growth  segments  that  must  be  exploited, 
Mr  Hogston  continued.  "Examine  your 
distribution  strategy  with  some  care",  he 
advised:  "Examine  consumer  purchasing 
trends  to  make  sure  your  products  are 
distributed  where  she  can  find  them. 

"Consumer  demand  for  cosmetics  in 
food  shops  will  begin  to  increase.  It  may 
be  some  years  before  cosmetics  vie  with 
toiletries  in  importance  in  these  outlets. 
Selling  through  food  stores  involves  the 
resolution  of  many  special  package  and 
presentation  problems  but,  clearly,  for 
some  manufacturers  it  is  an  area  of 
opportunity."  Direct  mail — "a  very 
rapidly  expanding  business" — was  an- 
other area  to  exploit,  he  suggested. 

No  one  yet  marketed  cosmetics  speci- 
fically for  the  over  55s,  but  this  group 
accounted  for  more  than  a  quarter  of 
the  population.  "'They  are  people  who 
have  been  accustomed  to  using  cos- 
metics and  toiletries  when  they  were 


younger,"  he  said.  "They  offer  opportuni- 
ties for  special  preparations  formulated 
for  older  skins,  older  hair,  older  needs." 

Similarly,  coloured  skins  had  special 
make-up  requirements  but  no  serious 
thought  had  yet  been  given  to  this  grow- 
ing market  segment. 

When  introducing  new  products  it  was 
essential  to  make  sure  they  were  new  and 
not  "me-too's,"  Mr  Hogston  warned. 

"Manufacturers  introduce  products 
after  products  that  are  no  different,  yet 
wonder  why  they  don't  sell.  To  succeed, 
each  product  must  have  a  personality  of 
its  own." 

Speaking  about  the  major  influences 
on  the  "ethicals"  industry,  Mr  J.  A. 
Smith,  chairman,  Upjohn  Ltd,  said  that 
some  relaxation  of  the  burden  of  legisla- 
tion would  help  the  pharmaceutical  in- 
dustry to  continue  providing  new  and 
better  medicines.  Otherwise  the  industry 
would  be  certain  to  run  down  in  the 


There  is  a  need  for  special  training 
centres  to  educate  pharmacists  on  the 
use  of  computers,  Mr  Keith  Preece,  a 
pharmacist  in  the  Department  of  Health 
pharmaceutical  division,  said  during  a 
session  on  "Microprocessor  technology 
in  hospital  pharmacy." 

There  were  exciting  prospects  for 
microprocessors  in  health  care  which, 
to  a  greater  or  lesser  extent,  would  in- 
volve hospital  pharmacy.  But  one  of  the 
limiting  factors,  apart  from  financial 
constraints,  could  be  the  lack  of  phar- 
macists with  computing  knowledge  to 
put  these  new  developments  into  prac- 
tice. 

Only  about  half  the  schools  of  phar- 
macy offered  an  introductory  course  on 
computing  for  undergraduates,  but 
generally  these  courses  dealt  with  the 
"number  crunching"  aspects  rather  than 
the  wider  applications.  While  the  Phar- 
maceutical Society's  working  party  on 
computers  recommended  that  the  schools 
introduced  undergraduate  training  in 
computing,  a  large  number  of  practising 
pharmacists  would  still  need  "apprecia- 
tion" courses. 

Stressing  that  these  were  his  own 
personal  views  rather  than  those  of  the 
Department,  Mr  Preece  said  there  was 
a  need  for  one  or  two  centres  in  phar- 
maceutical computing  which  could  also 
do  research  into  new  applications. 

"Such  centres  would  seem  best  set  up 
in  schools  of  pharmacy  which  are 
associated  with  educational  establish- 
ments already  well  into  research  on  com- 
puting topics,"  he  said.  "These  centres 
would  serve  as  beacons  to  which  the 
profession  can  turn  for  assistance  in 
charting  its  course  through  the  coming 
whirlpool  of  the  microprocessor  revolu- 
tion." 

Reviewing  the  possible  uses  of  com- 
puters in  hospital  pharmacy,  Mr  Preece 
emphasised  that  they  should  be  con- 
sidered as  tools  for  undertaking  specific 
tasks  rather  than  as  equipment  for  which 
jobs  need  to  be  found. 

Apart  from  stock  control,  it  was  in 


next  decade.  He  welcomed  the  recent 
"negative  clearance"  proposals  for  clini- 
cal testing  (C&D,  April  26,  p716)  as  a 
"tremendous  improvement." 

Although  each  company  on  average 
produced  only  one  marketable  product 
every  three  years — one  compound  was 
accepted  out  of  every  10-15,000  screened 
— the  UK  industry  was  two  and  a  half 
times  more  cost  effective  than  in  the  US. 

Earlier,  opening  the  conference,  Mr 
Patrick  Jenkin,  Secretary  for  Social  Ser- 
vices, said  he  would  continue  to  defend 
the  pharmacuetical  industry  against  un- 
justified attack.  Those  people  who  de- 
voted their  lives  to  working  in  the  in- 
dustry were  making  as  valuable  a  con-, 
tribution  to  the  sum  of  human  happiness 
as  those  in  any  other  industry — and  per- 
haps more  so.  "I  do  not  believe  that 
they  deserves  the  torrent  of  abuse  which 
seems  so  often  to  be  poured  upon  them," 
he  said. 


quality  control  that  hospital  pharmacy 
would  perhaps  see  the  widest  range  of 
applications  in  the  near  future.  Adverse 
drug  reaction  monitoring  could  be 
helped  by  computerisation  of  patient 
medication  records,  but  whether  this 
would  become  the  province  of  the  hos- 
pital pharmacist  was  not  certain.  Pro- 
duct liability  considerations  may  require 
records  to  be  kept  of  any  medicine  given 
to  any  in-patient,  a  system  which  could 
be  assisted  if  the  pharmacy  put  up  each 
patient's  medication  individually. 

Mr  Preece  speculated  that  eventually 
doctors  might  prescribe  on  computer  ter- 
minals, the  items  would  be  selected  under 
computer  control  from  an  automated 
pharmacy  store  and  delivered  to  the 
ward  by  microprocessor-controlled  truck. 
While  this  situation  was  unlikely  be- 
cause of  the  high  costs,  it  indicated  that 
pharmacists  had  a  wider  role  to  play 
than  one  of  supply. 

He  also  suggested  that  new  input  de- 
vices which  can  read  numbers  and  letters 
directly  without  the  need  for  special  inks 
or  character  shapes  could  make  bar  cod- 
ing obsolete.  Such  mechanisms  might 
ultimately  lead  to  direct  computer  read- 
ing of  doctors'  prescriptions. 

Several  speakers  pointed  out  that  while 
microcomputers  were  becoming  cheaper 
and  could  save  money  by  saving  staff 
time,  they  could  also  be  costly  in  the 
amount  of  staff  time  needed  to  devise 
programs. 

Mr  J.  Brydon,  senior  electronic  en- 
gineer, Edinburgh  Royal  Infirmary, 
warned :  "Writing  computer  programs 
to  manipulate  data  bases  efficiently  and 
reliably  is  not  a  job  for  amateurs.  The 
time  and  effort  wasted  in  trying  to  go  it 
alone  can  be  very  large  and  it  is  far 
better  to  buy  in  a  software  package  with 
the  machine  when  it  is  initially  pur- 
chased." 

He  stressed  that  "this  technology  is 
here  to  serve  us  and  not  the  other  way 
round."  When  buying  a  system  the  best 
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Interphex  conferences 

Concluded  from  p1099 

Training  in 
computers 

approach  was  to  define  its  intended  uses 
as  closely  as  possible,  but  communicating 
this  information  accurately  to  a  suitable 
vendor  was  extremely  difficult. 

If  possible,  borrow  or  hire  a  system 
before  buying,  he  advised.  Find  out 
what  degree  of  support  and  follow-up 
service  the  dealer  offers,  and  how  quickly 
spare  parts  can  be  obtained.  An  easy 
way  to  find  out  about  possible  draw- 
backs is  to  ask  who  else  has  bought  the 
system  and  telephone  them  to  see  of  they 
are  satisfied. 

Mr  D.  R.  Walker,  management  services 
director,  Unichem  Ltd,  described  the 
recently-introduced  PRIDE  system  which 
offers  over  30  computer  programs  cover- 
ing patient  records,  stock  control,  storage 
of  PROSPER  terminal  order  data,  and 
prescription  processing  including  the  pro- 
duction of  labels. 

PRIDE  installations 

Mr  Walker  told  C&D  that  20  retail 
pharmacies  had  installed  PRIDE  since 
it  was  launched  in  March.  They  were 
using  it  mainly  for  stock  control  and 
prescription  processing,  with  a  few  keep- 
ing patient  records.  The  pharmacies 
ranged  from  those  dispensing  2,500  pre- 
scriptions per  month  up  to  10,000  per 
month  and  the  response  had  been  favour- 
able, he  said. 

A  single-station  PRIDE  system,  com- 
plete with  "professional"  programs,  costs 
£6,000.  Multiple-user  systems  with  ex- 
panded disc  storage  facilities  cost  between 
£10,000  and  £15.000,  and  Unichem  are 
working  closely  with  four  area  health 
authorities  to  see  how  the  systems  might 
be  used  in  hospital  pharmacies. 

A  team  from  Lancaster  Royal  Infirm- 
ary explained  how  computerised  man- 
agement of  intravenous  feeding  had  elim- 
inated wastage  of  intravenous  solutions 
and  had  ensured  that  patients  received 
parenteral  nutrition  that  was  tailored  to 
their  needs.  The  computer  works  out 
suitable  "menus"  giving  the  correct  bal- 
ance of  nutrients  based  on  measurements 
of  the  previous  day's  fluid  and  electro- 
lyte losses  and  other  data.  A  multi- 
disciplinary  approach  was  considered 
essential,  and  the  "Computafeed"  system 
involves  a  pharmacist,  clinician,  bio- 
chemist and  computer  programmer. 

Presenting  the  Travenol  Fellowship 
Award  lecture,  Dr  Teresa  McCarthy, 
principal  radiopharmacist,  Adden- 
brooke's  Hospital.  Cambridge,  explained 
a  study  of  the  use  of  a  Microwriter 
pocket  computer  for  providing  informa- 
tion at  ward  level.  Although  she  proved 
that  the  idea  was  feasible,  she  concluded 
that  an  enormous  amount  of  work  would 
have  to  be  done  before  its  use  became 
a  practical  proposition  and  at  present 
"hard  copy"  in  the  form  of  information 
booklets  was  a  "cheap  and  powerful  com- 
petitor." 


In  some  areas  of  the  third  world,  supplies 
of  veterinary  medications  are  superior  to 
those  for  treating  humans — "because 
cows  are  more  valuable  than  mothers- 
in-law".  Dr  L.  G.  Goodwin,  director  of 
science  at  the  Nuffield  Laboratories, 
London  Zoological  Society,  speaking  at 
a  meeting  of  the  executive  committee  of 
the  Commonwealth  Pharmaceutical 
Association,  was  referring  to  the  short- 
age of  drugs  for  combating  common 
diseases  of  the  third  world. 

The  logistical  problems  were  formid- 
able, he  said.  It  could  take  up  to  five  years 
to  achieve  clearance  of  a  new  drug  from 
the  point  of  view  of  carcinogenicity  and 
toxicology  and  could  cost  in  the  order 
of  £1  million.  When  all  this  had  been 
done,  the  people  who  needed  the  drugs 
invariably  did  not  have  the  money  to 
buy  them.  One  of  the  steps  he  thought 
the  pharmaceutical  industry  might  take 
was  to  release  for  testing  in  the  third 
world  context,  some  of  the  compounds 
that  were  stocked  on  their  shelves. 

Companies  trying  to  help 

Professor  George  Teeling-Smith 
director.  Office  of  Health  Economics, 
said  that  many  pharmaceutical  companies 
were  trying  to  do  something  about  the 
situation.  It  was  no  longer  the  case  that 
health  organisations  in  third  world  coun- 
tries were  the  "goodies"  and  the  drug 
companies  were  the  "baddies."  Products 
were  being  made  available  for  testing, 
but  there  were  many  underlying  prob- 
lems. Before  one  could  set  about  phar- 
maceutical manufacture  or  quality  con- 
trol in  the  third  world,  it  was  necessary 
to  obtain  pure  water  supplies.  Similarly, 
complex  and  sensitive  machinery  could 
not  be  operated  without  a  reliable  supply 
of  electricity. 

The  Association's  president,  Albert 
Howells,  said  that  what  was  needed  was 
much  closer  liaison  between  the  phar- 
maceutical industry  and  properly  trained 
and  educated  pharmacists  serving  the 
third  world  through  the  CPA. 

Living  standards  blamed 

Dr  Jane  Mackay,  medical  development 
officer.  Voluntary  Service  Overseas,  said 
that  many  of  the  health  problems  occur- 
ring in  the  third  world  arose  from  poor 
living  standards  rather  than  from  tropical 
conditions  of  climate.  The  situation  in 
those  countries  was  in  many  respects 
comparable  to  the  living  conditions 
which  existed  in  Britain  in  the  last  cen- 
tury. Economics  were,  however,  also  a 
major  difficulty.  At  one  stage,  the  alloca- 
tion of  money  for  people  turning  up  at 
health  centres  in  Tanzania  was  enough 
to  buy  two  aspirins  per  individual. 

The  medical  adviser  to  the  Common- 
wealth Secretariat,  Professor  Sir  Kenneth 
Stuart,  said  that  it  was  as  pertinent  for 
the  pharmaceutical  industry  to  support 


the  development  of  the  health  infra- 
structure in  the  third  world  as  it  was  to 
increase  the  production  and  supply  of 
drugs  to  those  areas.  Education  was 
desperately  needed,  he  said.  "It  needs  to 
be  made  clear  to  the  individual  that  it 
is  more  appropriate  for  him  to  be  the 
custodian  of  his  and  his  family's  health 
than  it  is  for  the  doctor  or  the  hospital." 

Sunscreen  cream 
considered  for  FP10 

The  Advisory  Committee  on  Borderline 
Substances  has  been  asked  to  consider 
Piz  Buin  Creme  Extreme  No  6  for  pre- 
scribing under  the  NHS  to  treat  xero- 
derma pigmentosum.  Dr  Vaughan 
Minister  for  Health,  told  the  Commons 
last  week  that  a  recommendation  on  the 
cream  is  likely  soon.  A  Department  of 
Health  and  Social  Security  spokesman 
commented  that  the  necessary  informa- 
tion about  the  Piz  Buin  product  was  at 
present  being  collected  to  be  put  before 
the  committee. 

□  The  ACBS  are  currently  considering 
a  submission  from  Lundbeck  that  Nicor- 
ette  chewing  gum  should  be  regarded  as 
a  drug  in  the  treatment  of  smoking- 
related  diseases. 

VAT  Budget  changes 
—revised  leaflet 

In  his  Budget  statement  the  Chancellor 
announced  increases  in  the  turnover 
limits  above  which  a  person  is  liable  to 
be  registered  for  VAT.  The  limits  for 
relief  from  tax  on  certain  stocks  and 
capital  assets,  when  a  person  ceases  to 
be  liable  to  be  registered,  were  also  in- 
creased. 

Details  of  the  new  limits,  effective 
from  June  1  1980,  are  given  in  a  revised 
VAT  leaflet  "Cancelling  your  registra- 
tion" (No.  700/11/80).  The  leaflet  also 
explains  when  a  registration  must  or  may 
be  cancelled  and  what  the  effects  of  de- 
registration  will  be.  Copies  of  the  leaflet- 
are  available  from  any  local  VAT  office. 

April  sales  up 
on  March 

Retail  sales  by  chemists  and  photographic 
dealers  rose  14  per  cent  in  April — 5  per 
cent  more  than  the  rise  in  March — taking 
the  index  to  135.  According  to  Depart- 
ment of  Industry  statistics  this  increase 
is  7  per  cent  more  than  that  for  all  small 
businesses  (index  123)  and  1  per  cent 
more  than  that  for  all  businesses  (index 
153). 

Large  retailers  of  all  businesses  showed 
an  increase  of  16  per  cent  (index  171) 
and  co-operative  societies  12  per  cent 
(index  151).  NHS  receipts  are  excluded. 
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Never  deal 
on  the  Never 

Never? 


Cash  on  the  nail.  If  I  can't  pay  for  it,  I 
won't  have  it.  How  many  times  have  you 
heard  these  phrases?  Certainly  many  very 
respectable  and  sensible  retailers  believe 
them  to  be  true.  Perhaps  you're  one.  If  so  it 
may  come  as  a  surprise  to  discover  that 
Showrax  offer  leasing  as  a  payment  option. 
Especially  as  Showrax  is  part  of  the 
Northfleet  Group -the  market  leader  in 
shopfitting. 

So  why  do  we  do  it?  Quite  simply 
because  it's  Showrax  policy  to  provide  the 
most  cash  effective  way  for  each  of  our 
customers  to  increase  their  profits  and 
potential.  That's  why  Maidenhead  Finance 
Limited  are  now  part  of  the  Northfleet  Group 
-because  we  know  that  in  these  hard 
economic  times  there  are  some  equally 
hard  reasons  for  leasing  equipment  from 
Showrax  instead  of  buying  it  But  before  we 
give  you  a  few  of  these  reasons,  let's  dispel 
a  few  myths. 

Leasing  is  only  for  people  who  can't 
afford  to  pay  cash.  Wrong.  In  fact  nothing 
could  be  further  from  the  truth.  Many  of  our 
customers  who  lease  certainly  could  afford 
to  pay,  but  they  know  that  they  can  make 
better  use  of  their  capital  by  investing  it 
elsewhere,  like  in  increased  stock. 

Leasing  means  paying  out  money 
with  nothing  to  show  for  it  Wrong.  Certainly 
you  never  own  the  equipment.  But  do  you 
really  need  to?  Our  leases  are  for  30  years. 
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For  all  those  years  you  have  possession  and 
exclusive  use  of  the  equipment 

Leasing  means  I'm  vulnerable  to  the 
leasing  company.  Again  wrong.  Once  the 
contract  is  signed  the  terms  of  the  lease  are 
fixed.  MFL  are  legally  bound  by  the  contract 
and  can't  alter  it  under  any  circumstances. 

Mow,  how  about  those  hard  facts? 

First  you  don't  have  to  tie  up  any 
capital  at  all,  not  even  a  deposit -you  just 
pay  your  monthly  rental.  Second,  the  rental 
payments  are  fixed.  So  the  real  cost  to  you 
falls  fast  with  inflation.  Third,  the  monthly 
rentals  are  tax  deductible  as  a  business 
expense.  Fourth,  you  should  find,  like  the 
majority  of  our  customers,  that  you  get  such 
a  large  increase  in  profits  from  your  refit  that 
it  more  than  covers  your  leasing  payments, 
even  at  the  beginning  when  they  are 
highest 

When  you  balance  the  myths  against 
the  facts,  we  think  you'll  agree  that  dealing 
with  Showrax  and  leasing  from  MFL  is 
never,  never  a  bad  idea.  . 

For  the  full  details,  contact  Steve 
Lovett  on  0474-60671. 


The 
Northfleet  _ 
Group 
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llford  close  plants 
as  cut  backs  hit 

llford  plan  to  close  three  factories  in 
Essex  and  transfer  black-and-white  film 
production  to  the  remaining  factory  in 
Cheshire. 

The  company,  owned  by  Ciba-Geigy, 
last  week  said  it  was  also  withdrawing 
from  the  manufacture  of  X-ray  and 
micro-film  products.  But  it  intends  to 
invest  £30  million  in  the  next  three-and- 
a-half  years  to  increase  the  capacity  and 
quality  of  its  black-and-white  film  and 
paper  production  in  the  UK. 

The  restructuring  proposal,  would 
result  in  about  2,500  lost  jobs  at  Essex, 
but  create  850  jobs  at  Mobberley, 
Cheshire. 

These  announcements  follow  poor  re- 
sults over  the  past  few  years  and  the 
company  warned  of  impending  changes 
two  weeks  ago  (C&D,  June  7,  p  1,000). 

Financing  for  small 
firms  in  north  west 

Small  Firms  Minister,  David  Mitchell, 
Under  Secretary  for  Industry,  has 
announced  a  partnership  between  the 
Small  Firms  Service  and  Norwich  Union 
Life  Insurance  Society  to  boost  invest- 
ment in  small  businesses  in  the  north 
west. 

In  a  written  answer  to  a  Parliamentary 
question  by  David  Trippier,  MP  (Rossen- 
dale),  he  said:  "We  have  concluded  an 
arrangement  with  Norwich  Union  Life 
Insurance  Society  whereby  that  company 
will  consider  making  small  'business 
investments  in  the  north  west  on  the 
basis  of  introduction  and  appraisal  by 
the  Department  of  Industry's  Small 
Firms  Service  counselling  team.  Invest- 
ment decisions  will  be  taken  by  Norwich 
Union  alone  and  the  terms  and  conditions 


of  such  investments  will  be  strictly 
commercial." 

Investment  decisions  will  be  taken  by 
Norwich  Union  on  their  own  criteria. 
Generally  speaking  Norwich  Union  will 
be  looking  for  a  share  in  the  equity  of 
smaller  growing  businesses  which  are 
seeking  an  injection  of  outside  capital 
for  expansion. 

The  Department  also  intend  to  extend 
their  association  with  the  Norwich  Union 
to  include  London  and  the  south  east  in 
due  course. 

S&N  extend  UK 
tissue  interests 

Smith  &  Nephew  Ltd  have  increased 
their  holding  in  Associated  Tissues  from 
50  per  cent  to  100  per  cent  by  buying  out 
Wiggins  Teape  Group's  50  per  cent 
holding  in  that  company.  The  acquisition 
cost  £3.09  million  and  Smith  &  Nephew 
consequently  hold  a  50  per  cent  interest 
in  British  Tissues. 

The  purchase  is  in  line  with  the  com- 
pany's policy  of  extending  its  interests 
in  UK  consumer  hygiene  products. 

J.  Burroughs  results 

Despite  an  overall  fall  in  the  full  year 
pre-tax  profits  of  James  Burroughs  Ltd, 
to  £2.78  million  from  £3. 35m,  the  fine 
alcohols  division  had  a  "very  good  year". 

Best  known  as  distillers  of  gin  and 
vodka,  Burroughs  blame  a  strong  pound, 
inflation  and  competitive  pressures  for 
the  general  squeeze  on  margins. 

Briefly 

Ellis  &  Everard  (Chemicals)  Ltd:  Over 
400  chemicals  supplied  to  every  area  of 
industry  are  detailed  in  a  brochure  issued 
by  the  company.  "Your  chemicals  at  a 
glance"  lists  products  industry  by  indus- 
try, together  with  the  range  of  chemicals 
needed  for  their  production  processes. 
Special  sections  are   devoted  to  acids, 


phosphates,  solvents  and  detergents.  E&E 
are  at  Caspian  House,  61  East  Parade, 
Bradford  BD1  5EP. 

Lingard  Engineering  Ltd  have  formed 
an  Industrial  Products  division  to  provide 
a  design,  manufacture,  installation  and 
maintenance  of  industrial  and  pharma- 
ceutical ovens  service.  The  company  have 
recruited  a  team  of  oven  designers  and 
engineers  to  enable  them  to  deal  directly. 
Laleham  Packers  Ltd,  the  contract 
packaging  specialists  for  the  pharmaceu- 
tical, food,  health  food,  cosmetic  and 
toiletries  industries,  have  installed  a  mez- 
zanine floor  to  increase  the  production 
and  warehousing  space  at  their  plant  in 
Newman  Lane,  Alton,  Hants.  Laleham 
say  the  expansion  is  due  to  an  increased 
workload.  A  new  brochure  detailing  all 
their  activities  is  now  available. 

Appointments 

Polaroid  (UK)  Ltd:  Mr  Jim  Slee  is  to 
take  up  the  position  of  resident  manager 
— marketing  m  Polaroid  Ireland. 
Previously  he  was  sales  manager,  UK, 
and  will  not  be  directly  replaced.  Mr 
Graham  Bateman  is  now  responsible  for 
the  running  of  the  consumer  photo- 
graphic field  sales  force. 
Kimberly-Clark  Ltd:  have  appointed 
three  directors:  Mr  Bill  Boulton,  head  of 
services  and  distribution,  Mr  Brian 
Howes,  general  manager  of  the  industrial 
division,  and  Mr  David  Northcroft,  head 
of  financical  services. 
Jeyes  Ltd:  Mr  Keith  Wishart,  previously 
area  sales  manager  in  London,  has  been 
appointed  to  the  new  post  of  assistant 
field  sales  manager.  Mr  Alan  Hebdidge 
has  been  promoted  to  national  accounts 
manager,  multiples  and  Mr  Walt  West- 
head,  who  was  area  sales  manager  of  the 
north  west,  now  becomes  trade  sector 
accounts  manager,  Co-ops.  Two  area 
sales  managers  have  been  appointed:  Mr 
Barrie  Ross  who  takes  over  in  London 
and  the  south  and  Mr  Derrick  Belton 
who  fills  the  vacancy  in  the  north  west. 

COMING  EVENTS 

Tuesday,  June  24 

North  Metropolitan  Branch,  Pharmaceutical  Society, 

at  7  pm.  Visit  to  Chelsea  Physic  Garden  followed  by 
annual  meeting. 

Sunday,  June  29 

Welsh  Committee  for  Postgraduate  Pharmaceutical 
Education,  Singleton  Hospital  outpatients 
department.  Swansea,  at  10.30  am.  One-day  course 
on  "Some  common  skin  afflictions  and  their 
treatment".  Further  information  from  Mr  Alan 
Davies  (course  tutor),  Singleton  Hospital. 

Advance  Information 

Chemical  Society  Analytical  Division  Conference, 

University  of  Lancaster,  from  July  20-26.  Further 
information  from  the  Secretary,  Analytical  Division, 
Chemical  Society,  Burlington  House,  London 
W1V  0'BN. 

Pharmaceutical  Group,  Royal  Society  of  Health. 

Visit  to  Pharmaceutical  Society  of  Great  Britain, 
1  Lambeth  High  Street,  London  SE1,  on  July  24 
at  6  pm.  The  visit  will  include  a  talk  on  the 
Society  and  viewing  the  museum.  Applications 
(£1  to  RSH  members)  to  Conference  Department, 
Royal  Society  of  Health,  13  Grosvenor  Place, 
London  SW1X  TEN. 

Birmingham  Gifts  Fair,  Bingley  Hall,  Birmingham 
from  August  10-14.  Further  information  from 
Trade  Promotion  Services  Ltd,  Exhibition  House, 
6  Warren  Lane,  London  SE18  6BW. 
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Mr  Victor  Goodhew,  MP  (centre),  was  the  guest  of  the  NPA  when  he  toured  Ma'llinson 
House,  St  Albans  last  week.  The  tour  lasted  several  hours  and  he  expressed  amazement 
that  the  "Association  could  offer  such  a  breadth  of  professionally-staffed  services  for 
the  very  modest  annual  subscription".  Picture  shows  the  Association's  Director, 
Mr  J.  Wright,  QBE,  (right)  and  immediate  past  chairman  of  the  NPA,  Mr  John  Wilford. 
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MARKET  NEWS 

Peppermint  active 

London,  June  18:  In  an  otherwise 
quiet  market,  Brazilian  peppermint  oil 
attracted  considerable  inquiries  for 
forward  delivery  during  the  week.  This 
pushed  up  cif  prices  by  25p  kg  with 
spot  rates  moving  higher  in  sympathy. 
Vetivert  oil  was  sharply  down,  partly 
because  of  the  easier  US  dollar 
apainst  sterling  and  partly  because  of 
lower  forward  offers. 

Botanicals  were  little  changed  in 
price.  Slightly  firmer  were  senega, 
witchhazel  leaves  and  hydrastis.  Liqu- 
orice root  was  in  better  supply  and 
prices  have  eased  accordingly. 

A^on"  spices,  cardamons  and 
pepper  were  firmer  in  the  forward 
position  Celery,  cumin  and  fennel 
seed-  of  Indian  origin  were  lower. 

Pharmaceutical  chemicals 

Aloin:  micro-crystalline  E28.65  ko  in  50-kn  lots 
Amylobarbitone:  Less  than  100-kg   lots  E17  81  kg- 
.•odium  £19.29. 

Ascorbic  acid:  (Per  kg)  100-kg  £5.51;  500-kg  £4  85 
as  to  source. 

Atroo'ne:    IPe'   kn   jn  i-kg   lots)    Alkaloid  £200  50- 
menthonitrate  £179;  sulphate  £169  90 
Benzocaine:  BP  in  50-kq  lots.  £6.63  kq 
Beri'oic  acid:  BP  in  500-kg  lots.  £0  8801  kg 
Biotin:  Crystals  £7  71  per  g;  in  10-g  lots 
Bismuth  salts:  £  per  kg. 


Bromides:  Crystals  £  per  metric  ton. 


Under  50-kg 

Ammonium  926 

Potassium  crystals  895 

Sodium  926 


250-kg 


855 


1.000-kg 
856 
825 
856 


lots 

i  kg 
light 


carbonate 
saHcylate 
subgallate 
aubnltrate 


50-kg 
6.70 
8.20 

10.35 
5.35 


250-kg 
6.00 


5.25 


Carbon  tetrachloride:  BP  5-ton  lots  in  290-kg  drums 
£265  per  metric  ton. 


Cinchocaine:  Base  (500-g  lots)  £92.70  kg;  hydro- 
chloride £89.10 

Cyclobarbitone:  Calcium  £25.34  kg  in  25-kg  lots 
Ferric   ammonium   citrate:    Brown    BP   £1.70   kg  in 
600  kg   lots  minimum. 

Ferrous  carbonate:  BPC  1959  saccharated  £1.50  kg 
in  minimum  700-kg  lots. 

Ferric  citrate:  £5  kg  in  minimum  250-kg  lots 
Ferrous  fumarate:  BP  £1.40  kg  in  750-kg 
minimum. 

Ferrous   gluconate:    £2,375   per   metric  ton 
Ferrous  succinate:  BP  £6  kg  in  200-kg  lots 
Ferrous  sulphate:   BP/EP  small   crystals  £0  8i 
dried  £0.80  minimum   1. 250-kg  lots. 
Kaolin:    BP    natural    £167.05    per    1,000  kg; 
£174.30   ex-works   in   minimum   10-ton  lots 
Lobeline:    Hydrochloride    BPC    and    sulphate   £1  60 
per  g  for  100-g  lots. 

Lignocaine:  (25-kg)  base  £11.74  kg;  hydrochloride 
E11. 82. 

Magnesium  carbonate:  BP  per  metric  ton— heavy 
E675-E690;  light  £630. 

M?gnesium  chloride:  BP  crystals  £0.83  kg  for  50-kq 

lots. 

Magnesium   dhydrogen    phosphate:    Pure   £2  29  kq 

in   50-ky  lots. 

Maarsesium  hydroxide-  (metric  ton)  BPC  liqht 
£1.640;  28  per  cent  paste  £520. 

Magnesium  oxide:  BP  per  metric  ton,  heavy  £1  700- 
light  £1,640. 

Magnesium  sulphate:  BP  £136.50-£147.10  metric  ton- 
commercial  E118.50-E132.60;  exsiccated  BP  £294  80' 
Magnesium  tnsilicate:  £1  kg  in  minimum  1,000-kq 
lots. 

Noscapine:  Alkaloid:  £33  kg  for  100-kq  Hydro- 
chloride £36.50. 

Opiates:  (£  per  kg)  in  1-kg  lots;  subject  to  Misuse 
of  Druas  Regulations — Codeine  alkaloid  £600-£604 
as  to  maker;  hydrochloride  £520;  phosphate  £460  50- 
£462;  sulphate  £520.  Diamorphine  alkaloid  P821- 
hydrochloride  £748.  Ethylmorphine  hydrochloride 
£623-£639.  Morphine  alkaloid  E667-E668-  hydro 
chloride  and  sulphate  E544-E545 
Oxalic  acid:  Recrystallised  £1.39  kg  for  50-kg  lots 
Papaveretum:  £390  kg;  5-kg  lots  £355  kg.  Subject 
to  Misuse  of  Drugs  Regulations. 
Pentobarbitone:  Less  than  100-kg  £24  66  kq- 
sodium  £21.39. 

Petroleum  jelly:  BP  soft  white  £466.21   metric  ton 
delivered    UK:   yellow   BP   £448.556    in  170-kg 
Phenobarbitone:    In    50-kg    lots    £8. 76kg,  sodium 
salt  £8.47. 

Quinalbarbitone:  Base  and  sodium  in  25-kg  lots 
£22.94  kq.  M 
Vitamin  A:  (per  kg)  acetate  powder  }  min  per  q 
tablet  grade  £17.55  (5  kg  lots);  palmitate  oily  con- 
centrate 1  mi  per  g  £17.27  (5-kg);  water  miscible 
£4.73  litre  (6-litre  pack). 


Vitamin  D2:  Type  850  £54.61  kg. 
Vitamin   E:   See   tocoohervl  acetate. 
Vitamin  K:  100-g  lots  £3.56g. 

Crude  drugs 

Agar:   Spanish/Portuguese  £7.50  ko. 

Aloes:  Cape  £1,100  ton  spot;  £1,090,  cif,  Curacao; 

£2,210  cif,  no  spot 

Balsams  (kg)  Canada:  Unchanged  at  £12.50  on  the 
spot,    shipment  £12.40,    cif.    Copaiba:   £3.28,  spot, 
3.15,  cif.  Peru:  £9.95  spot;  £9.85,  cif.  Tolu:  £6.15. 
Camphor:  Natural  powder  £10.25  kg,  spot;  £7  95  kg 
cif.  Synthetic  96%  £1.25,  spot;  £1.20,  cif. 
Cardamoms:  Alleppy  green  No.  2  £6  kg,  cif. 
Honey:    (per   metric   ton   in  6-cwt  drums  ex  ware- 
house).  Australian  light  and  medium  ambers  £670- 
£700;    Canadian   £775;    Mexican    £675;  Argentinian 
(white)  £725. 

Hydrastis:  Spot  £29.10;  £28.75,  cif. 

Liquorice  root:   Root,   no  spot;   £620,   cif,  nominal 

Block   juice   £1,400    metric    ton    spot;  Spraydried 

£1,550. 

Lobelia:  American  nominal,  European  £1,600  metric 
ton.  cif,  nominal. 

Lycopodium:  £4.80  kg  spot;  no  cif. 

Mace:    Grenada    unsorted    $2,750    metric    ton,  fob" 

whole  $3,000. 

Menthol:  (kg)  Brazillian  £5.25  spot;  £4.80,  cif 
Chinese  £4.85;  spot;  £4.60.  cif. 

Pepper:    (metric    ton)    Sarawak    black    £875  spot, 
$1,700,  cif;  white  £1,250  spot;  $2,425,  cif. 
Seeds:    (metric   ton,    cif)    Anise:    China   £850  for 
shipment.    Celery:    Indian   £360.   Coriander:  Moroc- 
can   £210.    Cumin:    Indian    £675.    Fennel:  Indian 
£400.  Fenugreek:  Moroccan  £250;  Indian  £235 
Senega:  Canadian  £9.95  kg  spot;  £9.25,  cif. 
Witchhazel  leaves:  £2.75  kg  spot;  £2.70,  cif  liquid 
£0.50  kg. 

Essential  and  expressed  oils 

Eucalyptus:  Chinese  £1.90  kg  spot  and  cif 
Fennel:  Spanish  sweet  about  £8.50  kg  spot. 
Geranium:    Bourbon  £43.50   kg   spot;   £41  25  cif 
Ginger:  Chinese  £35  kg  spot;  £33.75,  cif.  English 
distilled  (W.  African  root)  £95;   (Indian)  £50 
Lavender  spike:  £15.50  kg. 

Lemon:  Sicilian  best  grades  from  £30  kg  in  drum 
lots. 

Nutmeg:    East    Indian    £8.50,    kg    spot-    £8  25  cif 
English  distilled  £16. 
Patchouli:  Chinese  £20  spot;  £18,  cif. 
Pennyroyal:   From   £7.50  per   kg  spot. 
Pepper:  English-difilled  ex  black  £120  kg,  nominal 
Peppermint:     (kg)    Arven's— Brazilian  ' 
£4.50,  cit  Chinese  £2.90  spot;  £2  78 
American  Far  West  £13.50  spot. 
Vetivert:  Java  £13  kg  spot;  £12,  cif. 
The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include 
value  added  tax.  They  represent  the  last  quoted  or 
accepted  prices  as  we  go  to  press. 


£4.65  spot; 
cif.  Piperata 


Dollar  Rae,  Freepost,  Wasgow  G41 1BR 
Name  


1  Even  in  1980 
retail  chemists 
can  actually  increase 
their  profits 

H|  It  won't  be  easy  in  the  toughening  market  situation,  but  it  can  be  done. 

W^£$M  11  vviU  require  ingenuity  and  positive,  imaginative  marketing  action. 

*0  f\  Using  our  wealth  of  knowledge  and  experience  of  the  retail  chemist 

field?  we  have  prepared  marketing  programmes  capable  of  being  tailored  to 
individual  requirements  and  designed  to  turn  your  shop  into  a  more  effective 
sellingtool. 

Post  coupon  now  for  further  details.  * 


Company 
Address  . 


Tel  No. 


CD  4/80 


Telephone  041-649  9331  Telex  779394       Represented  throughout  the  UK 
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Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 

25  New  Street  Square,  London  EC4A  3JA. 

Telephone  01-353  3212 

Publication  date  Every  Saturday 

Headings  All  advertisements  appear  under  appropriate 

headings. 

Copy  date  2pm  Tuesday  prior  to  publication  date. 


Circulation  ABC  July/December  1978.  17,737. 
Display/Semi  Display  £6.00  per  single  column 
centimetre,  min  25mm.  Column  width  44mm. 
Whole  Page  £500.00  (275mm  x  186mm). 
Half  Page  £300.00  (135mmx9lmm). 
Quarter  Page  £150.00  (135mm x91  mm). 
Lineage  minimum  charge  £6.00  for  20  words, 
30p  per  word  extra. 
Box  Numbers  £1.50  extra. 

Series  Discounts  5%  on  3  insertions  or  over.  10%  on 
7  insertions  or  over.  15%  on  13  insertions  or  over. 


STOCKS  FOR  SALE 


BUSINESS  FOR  SALE 


CONSUMER  PRODUCTS 

wish  to  announce  that  we  have  now  moved  into  new  premises 

at: 

Unit  22c,  Robell  Way,  Water  Lane  Estate,  Storrington,  Sussex 

We  now  have  representatives  supplying  our  products  nationally 
who  would  be  only  too  pleased  to  visit  you  and  show  you  our 
range  of  top  brand  names  in  perfumery,  cosmetics  and  toilet- 
ries. 

CONSUMER  PRODUCTS 
Storrington  (09066)  4418 


Three  Pears  Cosmetics 

[77\       Station  Road 
P*J  Warley 
\£J      West  Midlands 

WE  OFFER  A 
LARGE  RANGE  OF 
TOP  QUALITY 
PERFUMES  AT 
BELOW  TRADE  PRICES. 
CONTACT 
ANGELA  CLARKE 
ON  021-559  9367 

(3/5F) 


AFRO  &  AMERICAN 
COSMETICS 
Full  delivery  service  around 
London,  or  personal  callers 
welcome  at  our  cash  &  carry 
showroom 
Price  list  available.  Export 
enquiries  welcome 
BARRY  MERO  LTD. 
36  Brixton  Rd,  Brixton  SW9 
01-582  4755  (6  lines) 


/cANTASSIUM  MAKE  THE  Fl 
RANGE  OF  THESE  AVAILABLE 
SPECIAL  TERMS  FOR  CHEMISTS 


GLUTEN  FREE  FOODS 


Write  to  Cantassium  for  details. 
Cantassium  Company  (Dept  FCD2), 
225  Putney  Bridge  Road.  London 
SW15  2PY  (7C) 


ONE-SIZE  TIGHTS  from  £2.30  doz. 
plus  VAT.  Min.  order  6  doz.  overall 
CWO.  Carriage  free.  Full  range  Price 
List.  E  &  R  Kaye,  16/18  New  Bridge 
Street,  London,  EC4.  (18/1  OF) 


JEWELLERY.  Sterling  silver  and  9ct 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  chains  etc,  brought  to  your 
door  at  best  cash  prices.  Write  Lloyd 
Cole,  PO  Box  180,  Maidenhead. 

(3/1W) 


AT  EXPORT  PRICES 
COSMETICS,  PERFUMES, 
TOILETRIES,  SUNT  AN  LOTIONS, 
SUNGLASSES 

W.L.C.C.,  397  Acton  Lane,  W3 
Telephone:  01-993  6400, 
6409,  2921 
Telex  88941  — 
LCCI-G-Westcash  (2 


XI— GREATER  LON- 
DON/ESSEX—Main  road  bus- 
iness serving  large  residential 
area,  3,000  scripts  per  month, 
plus  £450  per  week  counter 
trade.  Property  with  living 
accommodation,  on  lease  at 
£2,500  per  annum.  Goodwill 
£25,250.  Fixtures  and  fittings 
£4,500.  Stock  at  valuation. 

X2— SOUTH  LANCASHIRE 
VILLAGE — Pharmacy,  near 
to  the  coast,  comprises  of  dou- 
ble shop  unit  unopposed  with 
potential.  Turnover,  1978 
around  £120,000.  Property 
including  extensive  living 
accommodation.  £42,000, 
goodwill  and  fixtures  £12,000 
and  stock  at  valuation,  around 
£16,000. 


X3— MANCHESTER— Sub- 
urban business  has  been  run  as 
semi-retirement  with  no 
cosmetic  agencies  etc.  Scripts 
average  1,400  per  month.  Total 
turnover  approximately 
£58,000  lease  at  £720  per 
annum.  Goodwill  and  fixtures 
£1,000  plus  stock  at  valuation 
approximately  £7,000. 

X4  — CENTRAL  SCOT- 
LAND— Retirement  vacancy, 
excellent  dispensing  business 
(3,000-3,500  scripts  per 
month).  Counter  trade  unde- 
veloped. Profit  to  owner/man- 
ager 1979  approximately 
£17,000.  Total  capital 
requirement,  including  prop- 
erty, approximately  £46,000. 


We  have  a  very  large  and  growing  register  of  private  pharmacists 
willing  and  able  to  buy  substantial  businesses  in  all  parts  of  U.K. 

Pharmacists  who  wish  to  retire  or  sell  their  business  for  any  other 
reason  can  consult  us  in  the  strictest  confidence.  Our  senior  partner 
has  unique  experience  extending  over  30  years  in  the  selling  of 
chemist  businesses  and  giving  advice  to  both  vendors  and  pur- 
chasers in  this  very  difficult  and  technical  matter. 

We  are  not  retained  by  any  one  chain,  group  or  individual  to  look 
for  businesses  for  them.  So  vendors  can  consult  us  in  the  certainty 
that  their  interests  will  be  paramount. 


V  Ernest  J/George 

£a  &co  • 

GARDALE  HOUSE.  122  GATLEY  ROAD.  GATLEY,  CHEADLE, 
^■j  CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 


Please  mention 
C  &  D  when  replying 
to  advertisements 


STOCKS  WANTED 


CHEMIST 
WHOLESALER 

London  Area 

Purpose  built  warehouse,  valuable 
lease  at  low  rental.  T/O  £150,000. 
Good  connections.  £35,000  for 
lease,  fixtures  &  fittings  and 
goodw'll.  s.A.V. 
Box  No.  2726 


WE  PURCHASE 
SHOP  STOCKS  AND 
MANUFACTURERS  SURPLUS 

Please  telephone  or  write: 
LAWRENCE  EDWARDS 
AND  CO.  LTD., 
Wellington  Close, 
London  W11  2 AN. 
Tel:  01-727  3137-8  (17/1F) 


IF  YOU  HAVE 

surplus  stocks  of  perfumes  (Chanel, 
Yves  St.  Laurent,  Dior,  Lauder,  etc) 
we  will  buy  your  stock — Large  or 
small  quantities — we  collect  any- 
where. Immediate  settlement. 

Details  to 
BOX  NO  2718  (5/7W) 


PERSONAL  WEIGHING  machines/- 
coin  operated  types,  urgently  wanted 
for  cash.  Please  contact  S.  Gundle, 
Rolls  Scales  Ltd.,  Royal  East  St., 
Leicester  59943 

(21/6) 
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PHARMACEUTICAL  ANTIQUES 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road.  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects. (TC.W) 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 
trade  for  manufacturers'  clearing 
lines,  and  retailers'  stocks. 
8  Northburgh  Street,  London 
EC1V  0BA.  Tel:  01-253  1184/5. 
Telegrams:  "Salvall",  London 
E.C.1.  (TC.W) 


AGENTS  REQUIRED 


AGENTS 

required  throughout  U.K.  to  sell 

Blood 

Pressure  Instruments,  Breath  Refreshers 

and  other  Chemist  sundries  on 

Com- 

mission  only. 

Write  to 

BOX  No.  2722 

C&D 

(21/6) 
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BUSINESS  OPPORTUNITIES 


SHOPFITTING 


CHEMIST 
DISTRIBUTOR 
SOUGHT 

International  Manufacturing  company 
seeks  a  distributor  for  a  chemist-only  line.  This 
premium  priced  product  in  a  specialised  market 
receives  heavy-weight  trade  and  consumer 
advertising  support. 

For  initial  enquiries  in  strictest 
confidence,  please  reply  to:  Box  No.  2724. 


MAJOR  COMPANY  EXECUTIVE  has 

capital  to  invest  in  suitable  pharmacy. 
Young  pharmacist  seeking  first  bus- 
iness or  expanding  established  bus- 
iness. All  serious  proposals  answered. 
Box  No.  2725. 


TRADE  SERVICES 


ARE  YOU  SUFFERING  FROM 

★  STORAGE 

★  PACKAGING 

★  DISTRIBUTION 

HEADACHES? 

We  offer  a  new  complete  service 

★  YOUR  PRODUCTS  CORRECTLY  PACKED 

★  CAREFULLY  HANDLED 

★  METICULOUSLY  CHECKED 

for  shipment  bv  land/air/sea  freight. 
By  'Chemdist',  Unit  1  +  2, 
Grove  Hill  industry  Estate,  Beverley,  North  Humberside. 
Tel:  0482  861388. 


7b&  ^yUMn>rtd 
International  Trade  Mark  Agents 

Established  1887 
52-54  Featherstone  Street 

London  EC1Y  8ST 
Telephone  01-253  6184 
Telex  299638  March  G  (23/8F) 


NORTH  WEST  OSTOMY  SUPPLIES 
(WHOLESALE)  LIMITED.  The  special- 
ists to  contact  for  all  ostomy,  inconti- 
nence supplies.  1 1  Bridgewater  Road, 
Walkden.  Tel.  061-790  2382. 


MISCELLANEOUS 


XHIBITIONS/CONFERENCES 
BANQUETING  AND  TRAINING 
SCHEMES.  Why  not  try  a  luxury  hotel  in 
antral  position.  Three  different  size 
uites.  Hotel  beautifully  refurbished 
with  the  feminine  touch.  2  acres  of 
grounds  facing  the  sea.  Many  other 
amenities  and  complete  hydro  facilities. 
Write  for  brochure,  New  Normandie 
Hotel,  Manor  Road,  Bournemouth  or 
Dhone  Mr.  Smart  0202  22246.  Organis- 
ers welcome.  Ashley  Courtenay 
recommended.  R.A.C.""  (21/6) 
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STOP! 


Old  fittings  and  fixtures  wanted.  Bottles. 
Scales.  Drawers.  Cabinets.  Tills.  Coun- 
ters. Pestles.  Signs.  In  fact  anything  old  or 
interesting. 

Call  Christopher  Drake 
Upper  Warllngham  4829  (28/6) 


Invest  in  your 
future! 


Our  attractive  shopfitting  systems 
will  give  your  shop  an  efficient, 
professional  image,  and  make  your 
sales  healthier  too. 
Telephone  us  now  for  more  details 
and  a  copy  of  our  free  colour  booklet. 

East  Kilbride  (03552)  38521 
Farnworth.  Manchester  (0204)  793316 
Daventry.  Northants  I03272I  4574 
Gravesend,  Kent  (0474)  60671  . 

The   i\  p-g 
Northtleet^  M 
Group  '^■^H 

SHOWRAX 


DISPENSARY 
and  PHARMACY 

Specialists 


Complete  service.  N.P.A.  and 
NUMARK  approved. 

EUSTACE  INTERNATIONAL 
E  Plan  Estate 
New  Road 
Newhaven 
Phone  771 1 
Sussex 


SPECIALIST  SHOPFITTING  SER- 
VICES. Free  Planning,  Competitive 
Prices.  Phone  061-445  3506.  H.  A. 
Peyser,  20  Fairfax  Avenue,  Didsbury, 
Manchester  M20  0AJ.  (TC) 


DETROIT 
DISPLAY 
SHELVING 

HIGH 
QUALITY 
SHELVING 
UNITS 
approved  by 

INUMARKI 


K.H.  WOODFORD &Co.  Ltd. 
Ring  Now  0202  36272 


apian 

shopfitting  limited 

alplan  house,  cavalier  road, 
heathfield,  newton  abbot,  devon. 
tql2  6tg      tel.  0626  832059. 
from  counters  to  total  contracts 
alplan  s  national  coverage  for 

pharmacies 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases. Early  delivery  direct  from  mak- 
ers. THIRSK  SHOPFITTINGS,  741- 
743  Garrett  Lane,  London  SW1 7  0PD 
Tel:  01-946  2291.  (TC.W) 


SITUATIONS  YACANT 


L.  ROWLAND  &  CO.  LTD. 

PHARMACEUTICAL  WHOLESALERS 
AND  NUMARK  FRANCHISERS 

Applications  are  invited  from  experienced  persons  to  fill  a  vacancy  for 
NUMARK  Warehouse  Manager  at  Wrexham. 

The  successful  applicant  will  have  had  managerial  responsibility  for  both 
Warehousing  and  Distribution  and  be  motivated  by  the  highest  standards  of 
service  to  customers. 

Salary  is  negotiable  according  to  experience. 

Write  in  confidence  to  The  Personnel  Director,  L.  Rowland  &  Co.  Ltd., 
Dolydd  Road,  Wrexham,  Clwyd,  or  telephone  Wrexham  51581. 


(  Classified 
Headings 

Situations  Vacant 
Hospital  Appointments 
Trade  Services 
Business  Opportunities 
Wanted 
For  Sale 

Chemist  &  Druggist  gets 
results.  Put  it  to  the  test  by 
posting  us  your  next  adver- 
tisement or  by  telephoning 
us  on:  01 -353  3212  Exten- 
sion 189. 


LONDON  E7.  Due  to  bereavement, 
permanent  or  locum  pharmacist 
required,  preferably  long  term  for  easy 
run,  small,  long-established  pharmacy 
with  experienced  staff.  Newly  regis- 
tered persons  considered.  Apply  Box 
No.  2723.  (21/6) 


Box  No.  replies 
to: 

Chemist  &  Druggist 
Box  No. . . . 
25  New  Street  Square, 
London  EC4A  3JA. 
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SITUATIONS  VACANT 


PHARMACEUTICAL  SOCIETY  OF  IRELAND 

APPOINTMENT  OF  INSPECTOR 

Applications  are  invited  from  registered  pharmaceutical  chemists  for  this  senior  post  on  the  Society's 
staff. 

The  person  appointed  will  be  required  to  possess  or  acquire  a  competent  knowledge  of  the  Poisons 
and  Pharmacy  Acts  and  Regulations  and  other  enactments  relating  to  the  distribution,  sale  and  supply 
of  controlled  drugs  and  medicines  in  the  Republic  of  Ireland.  Initial  training  will  be  provided. 

Duties  will  include  routine  visits  to  community  pharmacies  and  the  provision  of  guidance  to  phar- 
macists on  their  legal,  ethical  and  professional  responsibilities.  The  inspector  will  provide  secretarial 
services  to  the  Law  Committee  and  generally  carry  out  such  duties  as  may  be  assigned  by  the  Council 
of  the  Society,  the  Law  Committee,  or  the  Registrar  and  Secretary. 

Salary  is  negotiable  and  will  depend  on  factors  such  as  age  and  experience  but  will  not  be  less  than 
£9,000  per  annum. 

The  post  is  whole-time  and  permanent.  A  non-contributory  pension  scheme  operates  and  a  car  will  be 
provided. 

Application  forms  may  be  obtained  from: 

The  Registrar  and  Secretary, 
Pharmaceutical  Society  of  Ireland, 
37  Northumberland  Road, 
Dublin  4. 

Closing  date:  1st  September,  1980. 


Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 
25  New  Street  Square,  London  EC4A  3JA 
Telephone  01-353  3212 

Copy  date  12  noon  Tuesday  prior  to  publication  date 
ORDER  FORM 

Please  insert  as  below  our  advertisement  under  the  heading  

Please  invoice  insertions   

PLEASE  PRINT  


Name  _ 
Address 


Phone  Date   Signed   

Quarter  Page  £150  (135mm  x  91mm)  Display/Semi  Display  £6.00  per  single  column 

Lineage  Minimum  charge  £6  for  20  words.  30p  per  word  extra  centimetre,  min  25mm.  Column  width  44mm 

Series  Discounts  5%  on  3  insertions  or  over.  10%  on  7  Whole  Page  £500  (275mm  x  86mm) 

insertions  or  over.  15%  on  13  insertions  or  over  Half  Page  £300  (135mm  x  186mm) 


CHEMIS 
DRUGGI 


Typesetting  and  graphics  by  Tottenham  Typesetters  Ltd.,  London  N15.  Printed  by  Riverside  Press  Ltd.,  Whitstable,  Kent.  Published  by  BENN  PUBLICATIONS  LTD.,  25  New  Street  Square,  London 
EC4A  3JA.  Registered  at  the  Post  Office  as  a  Newspaper  33/23/1 6s 


Advertisement 
Materials 


Yersatool 


Ensure  the  safe  storage  and  maintenance  of 
your  Tablet  Punch  and  Die  sets,  by  using  one 
of  the  VERSATOOL  range  of  Cabinets  and 
Workbenches,  equipped  with  removable 
plastic  moulded  inserts  in  swing  out  trays  for 
easy  access  and  handling. 


pinder  VERSATOOL  W  Pinder  and  Sons  Limited 
Padholme  Road   Peterborough   Tel :  (0733)  68318 


Absolute 
Alcohol 

Synthetic  quality  available  to  British  and  all  well  known 

International  Specifications  and  Pharmacopoeias. 
Also  meets  requirements  of  specifications  being  drawn 
upforFoodGradeEthanol  byE.E.C. 


James  Burrough  Limited 

Fine  Alcohols  Division  60  Montford  Place  London  SE11 
^  Tel:  01-735  8131 


MCL.PROVIDE  THE  SOLUTIONS... 

to  your  contact  lens  solution  problems 
from  the  largest  stocks  in  the  U.K. 


QUALITY 
[RELIABILITY 
SERVICE 


Contact  Reggie  Ormes,  MCL  Services  Ltd., 
Castleham  Road,  St.  Leonards-on-Sea,  East  Sussex 
TN38  9NB  or  telephone  Hastings  53381  -7 


R  tis< 

1 


We  should  like  to  draw  the  attention  of  adver- 
tisers to  paragraph  4  of  the  Conditions 
Acceptance  of  Orders,  which  states: 


/er-  i  |  I 
!  of  H 


PRINTING  MATERIAL  WILL  BE  RETAINED  for 
a  period  of  twelve  months  following  publica- 
tion after  which  they  will  be  destroyed,  unless 
their  return  has  previously  been  requested  by 
the  advertiser  or  his  agents'. 


We  regret  that  problems  of  storage 
compel  us  to  implement  this  rule 
more  rigidly  than  in  the  past  and  we 
wish  to  give  notice  that  all  materials 
used  March  1979,  will  be  destroyed 
unless  we  receive  instructions  by 
July  5,  1980,  to  return  them  to  the 
advertiser  or  agent. 


Panorama 

OPTICS  FOR  SCIENCE  &  LEISURE 


write  for  full  details  to  the  sole  distributors. 

Hjghgate  Optical  Ltd 

 38  Jamestown  Road,  London  NW1  7EJ 


ORALCER 


CONTROLLED  RELEASE  F  i  |A|wii    hi  apha 

pellets  s  MOUTH  ULCERS 

Retail  Price  48p       Trade  Price  £3  50  per  dozen 
Available  from  your  local  wholesaler. 
VltabiQtiCS  Ltd.    122.MOUNT  PLEASANT,  alperton.middx  haoiug 

M  June  1980 


Sii@ip!htiii_^ 
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continental  style  shopfittings  designed  for  today's  Pharmacy 
plus  full  service  -  complete  installations 
olney  bros  ltd  jado  house,  northbridge  road, 
berkhamsted,  herts  hp4  leg 
free  colour  brochure  04427-541 7/9 
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Big  news! 

Our  new  Manicure  Scissors 
are  ready,  and  when  your 
customers  see  them  it'll  be 
thumbs  up  from  everyone. 

Because  our  new 
Manicure  Scissors  are  simply 
the  best. 

And  no  wonder 
We  dominate  the  scissors 
market  because  we've 
made  it  our  business  to 
give  people  what  they  want. 

Precision  ground  fine  steel  cutting 
edges  for  flawless  grooming. 


With  a  choice  of  curved 
or  straight  blades  to  suit 
personal  preference,  and 
handles  moulded  for  comfort 
in  lipstick  red  or  classic  blue, 
to  appeal  to  everyone. 

In  their  space  saving 
merchandiser;  our  new  little 
nail  scissors  mean  business. 

We've  all  kinds  of 
scissors  for  all  kinds  of  jobs. 


WILKINSON 

SWORD 


Thumbs  up  for  our  smallest  introduction. 


